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Des Moines 


A Progressive SURETY and CASUALTY Company 
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noRt# GAROLIMA 


We have just been licensed in the states of 
Maryland, Virginia, West Virginia and North 
Carolina, and are making contracts for General 
Agency connections with agents of proven abil- 
ity. 

THIS IS 100% VIRGIN TERRITORY 

The insurance man with a foresight will see 
in this an opportunity that is extraordinary. 
lt will be a money-maker for the man who gets 
in ‘fon the ground floor.’’ 


Write the Home Office Now for Information 
regarding a General Agency Contract 


INTER-STATE 
BUSINESS MEN’S: ACCIDENT ASSO. 


I'he Oldest Organization of its Kind in America 
BROWN HOTEL BLDG.—DES MOINES, 1OWA 
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ERNEST W. BROWN, Sec’y-Treas. 








HOME OFFICE: NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


The agent’s active representation secures to 
day’s profit, but only the good reputation of his 
company will guarantee the year after year royal- 
ties of sure renewals and sustained public esteem. 
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TEXAS 
AGENCIES OPEN 
RESOURCES 
Over One Million Dollars 


OUTSTANDING INSURANCE 
Over Twelve Million Dollars 
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For particulars write 


THE WESTERN NATIONAL LIFE INSURANCE CO. 


P. O. Box 2131, Denver, Colorado 


Note: During the 12 years we have been in business we have never contested a 
death claim nor have we ever lost a dollar on any investment. No past due interest 


December 3lst, 1923. 





























GENERAL AGENTS 


The fire insurance agent who does 
not have a life insurance company 
contract is overlooking a nice in- 
come each year. Life insurance can 
be handled in your agency with very 
little additional cost which leaves 
practically all of the commission on 
life business a profit to you. 


For particulars in regard to our con- 
tracts address 


A. O. HUGHES, Vice-Pres. 


in charge of Agencies 





Farmers National Life Ins. Co. 


OF AMERICA 


3401 S. Michigan Ave., Chicago 
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NATIONAL FIRE PROTECTION ASSOCIATION MEETS 


Over Two Hundred Members Present at Opening Session in 
Atlantic City 


TEN CEE, N.. f. 


hundred 


May 13, 1924. 
National 


lire Protection .\ssociation opened their 


Two members of the 
twenty-eighth annual meeting here in [lad- 
don Hall this morning. [1. O. Lacount, in 
his presidential report, spoke optimistically 
and pointed out that the fire loss for the 
past year was no greater than in previous 

years. The turning point, he said, seems to have been reached 
and a reduction in the per capita tax, now levied on account of 
fire waste, may be expected soon. The speaker gave his opinion 
that the year just passed evidenced a decidedly increasing 1n- 
terest in fire prevention on the part of the United States Cham- 
ber of Commerce, which has conducted a fire waste contest 1 
more than one hundred cities. That greater emphasis be placed 
by all fire prevention interests on more improved systems of 
salvage which would materially reduce the fire waste is the 
direct objective of the association. Mr. Lacount, in closing, 
suggested that the educational work looking toward fire pre- 
vention among school children be continued and be extended 
to institutions of higher learning. This would make the cam- 
paign broader in scope, he said. 

T. Alfred Fleming, of the National Board of Fire Under- 
writers, in his usual style, called attention to the tremendous 
lire waste now suffered by the nation and, in mentioning those 
who had labored to reduce the losses, he particularly mentioned 
ll. L. Miner, of Wilmington; G. FE. 
and If. P. Stover, of New Haven, for their fine work during the 


Stecher, of Weehawken: 


past year, The situation with regard to ways and means of fire 
prevention and control was outlined by Mr. Fleming, who laid 
stress on the constant necessity for caution wherever fire was 


a possibility and especially where inflammables and explosives 


were stored. 

Reports of committees were read early in the sessions as the 
inaterial included therein was extensive and because the pro- 
gram indicated that the discussions throughout the meeting 
would be extended and interesting. One of the best suggestions 
placed before the gathering was made by George F. Lewis, of 
Toronto, to the effect that all members should bring influence 
to bear in order that local newspapers get more advertising so 
that they will be disposed to give even more space to fire pre- 
vention publicity. G. I. Stecher, one of those who discussed 
fire waste, suggested that more efficient work could be accom- 
plished if efforts were conducted through the local Chambers 
of Commerce. 

A plea for free water for fire protection was again voiced on 
the convention floor by George A. Madison, of St. Louis, and I. 
(;. Hloagland of New York city. At five P. M. the entire 
convention adjourned to the hotel yard, where an impromptu 
hose and reel contest was held between four teams led by H. W. 
lorster of Philadelphia, A. M. Schoen of Atlanta, Dana Pierce 
of Chicago, and Geo. W. Booth of New York, as captains. 
Vhe speed and enthusiasm displayed by the Forster team in 
winning in the fast time of one minute and four seconds would 
have done credit to any Fire Department anywhere. 

In the evening session, which was found necessary because 
of the numerous matters before the meeting, a long discussion 
was held on the value of automatic sprinklers. A sharp differ- 
ence of opinion regarding whether alarm valves should be 
optional or not arose and the pros and cons of the question were 
supported by stubbornly contending factions, the members of 


ezch sticking doggedly to their several viewpoints. 
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A Summary of the Boston 


THE MAKING OF THE FIRE INSURANCE RATE 


Edward P. Hardy, fist stant Manager, Vow Jork Five Insurance Lxchanges 


Twenty-Fourth Article 
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and Chicago Conflagrations 


(Continued from last week) 


FINANCIAL REACTION AFTER THE Boston FIRE 

Of the companies involved in the Chicago fire, one hundred and six 
were doing business in Massachusetts, with assets amounting to one 
hundred and twenty-seven millions, their reported losses footing up 
in round numbers fifty-six millions, or 44.20 per cent. One hundred and 
ninety-two companies, as shown by data in the possession of this depart- 
ment, were losers by the Boston fire, their losses, as adjusted, amounting 
also, by a singular coincidence, to fifty-six millions, with assets aggre- 
gating nearly one hundred and fifty-one millions, their average ratio 
of losses varying but a fraction from 37 per cent. 

The losses of twenty-three Massachusetts companies at Chicago were 
nearly four and a half millions, their assets amounting to sixteen and a 
half millions, and their average ratio of loss to 27.27 per cent. As now 
revised the adjusted losses of fifty-two Massachusetts companies by 
the Boston fire aggregate nearly thirty-five and a half millions, in sums 
ranging from $425.00 to nearly $2,820,000, with assets amounting to 
twenty-three and a half millions, of nearly 34 per 
cent. 

The assets of the several companies as here represented were in 
some cases so reported by the receivers in their returns to the court, 
after excluding doubtful or worthless items. In other instances the 
amounts are stated as modified by subsequent transactions to present 
The aggregates therefore materially differ from some that were 
reported soon after the also the liabilities are 
limited as nearly as possible to sums known to be actually due 
adjusted losses and other absolute claims. It will be seen tiat 
receivers have already declared dividends ranging from 20 to 75 
cent., and amounting in the aggregate $10,911,089, or nearly 33 
cent of ascertained liabilities, with the some cases, 
further increase, the Bay State hoping to pay 86 per cent or upwards, 
and the Massachusetts expecting soon to reach 90 per cent. 

With these favorable results and the settlements made by companies 
it is apparent that of the fifty-six millions of in- 
not less than thirty-seven millions, 


showing a deticit 


date. 
November fire; while 
for 
the 
per 
per 
of 


to 


assurance, in 


remaining solvent, 
surance within the 
or 66 per cent, will be paid—a ratio very largely in excess of that realized 
in the Chicago calamity. But estimating the Boston losses, insured and 
uninsured, at seventy-five millions, the actual value swept out of ex- 
istence will then swell up to nearly or quite thirty-eight millions—an 
amount sufficiently large to paralyze the enterprise of any city or com- 
unless liberally endowed with elements of unfaltering energy 
All these 


“burnt district,” 


munity, 
and courage. 3oston pre-eminently possesses. 
STATISTICS OF BUSINESS 

calamities of 1871 and 1872 render it impossible 
the insurance business of those years, 


The extraordinary 
to gather complete statistics of 
so as to show accurate comparisons with the results previously accrued 
1873. No satisfactory exhibit can be given till 
It is therefore use- 


mingled with those of 
the experiences of the three years can be collected. 
less to attempt here any recapitulation of comparative data. 

It may be stated, however, that among other results indicated in the 
summing up of these transactions, and the withdrawal of capital by the 
failure of companies, there appears a net reduction of $8,255,000 in the 
paid-up insurance capital represented in the State at the beginning of 
1872. Of this decrease, $5,100,000 appears in the capital then held by 
home companies, and $3,155,000 in that of companies from other States. 
3ut including the newly paid-up capital and funds of home companies, 
amounting to $3,600,000, and the net result from the with- 
drawal and admission of other companies, we find the insurance capital 


represented in the State, at the ciosing of this report, to be $48,352,083. 


accruing 


This is only about a million and a quarter less than the cash capital 
reported a year ago, and in view of the great losses that have occurred 
it is an unexpected and welcome result. 

The statistics of 1872, as far as they have been obtained, show that 
one hundred and eighty-two companies 
at the close of the year, had written during the year upwards of ten 
thousand millions of insurance, and were still carrying nearly seven 
thousand millions of outstanding risks. These amounts were relatively 
$942,000,000 and $674,000,000 in excess of the amounts reported by 
companies represented at the beginning of the year. But addiag the 
amounts written and carried by companies which closed their doors 
after the Boston fire, the excess over 1871 varies but little from $1,290, 
000,000 in risks written and $1,040,000,000 in risks outstanding. 


doing business in Massachusetts 


In the amount of paid losses and premium receipts appertaining to 
the year 1872, we are able to submit reliable data so far as results have 
been perfected to the present time. Including the premium reccipts of 
the Boston fire, and losses thus far 
paid from their assets, which we have taken special pains to ascertain, 
the business of companies operating in the State during the year shows 


companies rendered insolvent by 


the following results: Premium receipts, $80,302,605, an excess of 
$19,265,756 over 1871; losses paid, $79,028,027, which is an excess of 
22,055,312 over the previous year. But this ratio of 88% per cent 


of losses to premium receipts will be somewhat modfiied by the pay- 
ment of remaining dividends to the creditors «f insolvent companies— 
Eighteenth Marine Insurance Report. 


The fact is painfully 


Massachusetts Fire and 
familiar, that on the oth of November last, on 
a calm and mild evening, a fire broke out in the building numbered 


&3 and 85 Summer street, and raged without control till the afternoon 


of the following day, spreading through the best business portions of 
Boston, covering sixty-five acres with ruins, destroying 776 buildings, 


assessed at the value of $13,500,000, and consuming merchandise and 
other personal property estimated at more than sixty millions of dollars. 
—Report of the Commissioners, the Great rire in Boston, 1873. 





LIFE INSURANCE AGGREGATES 


The following table exhibiting business carried by the old-line regular 
life life associations and 
fraternal orders, 
factor in competition for life insurance, and not to be ignored by old-line 
managers and agents: 


companies and by the assessment 
shows that assessment insurance is still an important 


insurance 


In Force 
DEC. 31, 1922 
$39,557,051,825 
8,886,519,078 
1,847,139,277 


WRITTEN 
IN 1922 
7,10$.327,248 
2,208,021,619 
345,922 25 


$ 9,774,271, 118 


Old line 
Old line 
Old line 


(ordinary ) 
(industrial ) 
CTI so. c aia ioeavont ae wratcg anaes 





Total old line $50,290,710, 180 


Stipulated: premiyms:..sc.cccecax seer 3,055,842 13,123,847 
Assessment life.......... 188,267,432 592,347,085 
PATOL, pais Getaus ointinssctiaa ac ooatetiars 915,555,192 8,087 ,939,447 








Total assessment and fraternal $ 1,106,878,466 $ 9,293,410,379 

POOR AE? oss deine wise eles 10,881, 149,584 50,584, 120,559 

% te 

Ratio of old-line ins. to aggregate... 89.83 84.40 
Ratio of assessment and fraternal to 

OHO ALE 6: aeeeinwtAaerchie eee 10.17 15.60 
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THE AGENCY CONVENTION 
OUND disapproval of company ten- 
S dencies to pay agents’ expenses to, 
from and at grand junketing parties, 
often demurely described as agency con- 
ventions, has been voiced by some promi- 
nent life insurance executives and editori- 
ally by Tue Specrator in recent months. 
The New York Insurance Department, 
in a bulletin of May g, 1924, interprets 
Q75 York 
covering this question. 


section New insurance law, 

Before possibly unscrupulous advan- 
tage can be taken of the law, which per- 
mits a company to pay an agent's ex- 
penses to an agency convention, the De- 
partment accentuates the fact that the 
payment of such expenses does not consti- 
but is 
simply as a temporary enjoyment of a re- 
of 
pecuniary returns to the agent. 


tute compensation, considered 


ward efficiency which brings no 
He is 
simply reimbursed for expenses. l*urther- 
more, the Department’s report continues : 

“Under the provisions of Sec. 97, a com- 
pany is permitted to pay only the actual 
expenses of agents to conventions which 
are conducted primarily for business pur- 
held at 


places where it is apparent that the object 


poses. Conventions must be 
is to attend to the business of the com- 
pany and not to subordinate such business 
to pleasure outings. A company is not 
permitted to pay expenses in connection 
with pleasure side trips which interfere 
with the 


Such side trips must be purely incidental. 


the business of convention. 


Nor is a company permitted to pay the 
expenses of agents’ wives or other mem- 


hers of their families not in the business. 

A company is not permitted to pay or 
offer to pay the expenses of any except its 
own bona fide agents to an agency con- 
vention. The conditions under 
agents may qualify to attend an agency 


which 


convention must be such as to make it en- 
tirely clear that there is no attempt to 
“twist” agents of other companies.” 

With the foregoing provisions of the 
law clearly in mind there should be no 
further doubt in the minds of company 
executives, general agents, managers and 
agents as to the difference between an 
agency convention and a pleasure outing 
and on what basis each should be partici- 
pated in and conducted. 


of the Western 
just completed, 


ITE annual meeting 


Insurance Bureau, 


was significant because of the rapidity 
with which the work before it was accom- 
plished. This could only mean one thing, 
that sentiment within the organization 
has become unanimous and consequently 
there was no need to discuss the plans for 


At 


various times rumors have come to THE 


opposing separation in the West. 


SPECTATOR of a division in the ranks, but 
no such division was evident at Briarcliff, 
and there was every reason to believe the 
contrary to be true. A perusal of the re- 
view of the annual address of President 
C. TH]. Yunker, as printed in the issue of 
this paper for May 8, will show that no 
change has been made in the Bureau’s 
attitude to the separation movement. It 
is also quite evident, from the same 
source, that the members of that body are 
more inclined than ever to lay the blame 
for much of the present trouble upon the 
foreign companies. Mr. Yunker prob- 
ably expressed the opinion of the Bureau 
, he intimated that 
foreign companies operating in this coun- 


membership when 


try should not take aggressive moves, 
such as the abrogation of the conference 
agreement and the enforcement of separa- 
tion but should rather cater to the ideas 
of the domestic companies. The idea be- 
hind this expression is no doubt a correct 
one, although, considering the member- 
ship of the Union, against which it was 
directed, it is not, perhaps, entirely just. 


FFICIALS of the city of Memphis, 


Tennessee, according to a custom 
seemingly well established among them, 


last week wired certain New York daily 


5 


newspapers, advising them that, in so far 
as it refers to their own city, “The 
Homicide Record for 1923” was incor- 
rect. The article in question was written 
for THe Sprcrator, as usual, by Dr. 
Frederick L. Hoffman, consulting statis- 
tician of the Prudential Insurance Com- 
pany of America, and liberal extracts 
therefrom were reprinted in daily papers 
all over the United States, hence the 
telegrams by the Memphis officials to the 
daily press. On page 11 of this issue 
of THe Spectator Dr. Hoffman makes a 
competent answer to the criticism leveled 
at his figures, showing that without doubt 
they are correct. 


Massachusetts Reciprocal Bill 

Boston, MaAss., May 12.—A_ substitute bill 
on reciprocal insurance, eliminating general lia- 
bility cover from Commissioner Monk’s bill 
which was drafted at the request of the joint 
legislative insurance committee, was reported 
favorably into the Senate last Thursday. Seven 
of the fifteen members of the committee were 
absent and methods “not were 
charged by certain members of the committee, 
who stated that the majority of the committee 
were opposed to the bill. 

The substitute bill has been referred to the 
Senate committee, after a 
decided protest had been made. One of the bit- 
terest controversies in some time resulted from 
the action of Senator Moran, the chairman of 
the committee. Senator Carrick charged his ac- 
tion in the matter was unfair and illegal. The 
chairman retorted that the Senator had not at- 
tended the committee hearings sufficiently to 
Senator Gibbons 


above board” 


Ways and means 


know what was going on. 
also protested and was called to order when 
he began to reveal executive session doings. 
The bill will later go to the house ways and 
Hearings of some interest 
In the 
opinion of some of the leading insurance men 
of this city the way in which the bill was 
read into the Senate and the resulting contro- 
kill on 
reciprocals in Massachusetts this year. 


means committee. 
are predicted before this cornmittee. 


versy will any favorable action 


Frank A. Berthold & Company Move to 
New Quarters 

Frank A. Berthold & Company, insurance 
brokers and specialists in income insurance, 
have recently moved their headquarters from 
80 Maiden Lane to the seventeenth floor of 
the Equitable Building at 120 Broadway, New 
York city. Frank A. Berthold, who is presi- 
dent of the organization, is also manager of 
the life insurance department of Weed & Ken- 
nedy, one of the best known general insurance 
firms in that territory. 

The growth of the Frank A. 
Berthold & Company during the past few years 
has been such that they have twice been com- 
pelled to enlarge their offices and the present 
new location is a result of this expansion. 
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JOHN QUINCY ADAMS 


1767-1848 


a BPEOHN QUINCY ADAMS, illustrious son of an equally illustrious father, 
who had been the second president of the United States, himself be- 
same the sixth president of the nation, and was the first of our 


national execulives to inject into government the sterner sentiments of the 


north. 


It was to him that we owe the movement that challenged the right of the foreign nations to search 
neutral vessels and to confiscate their cargoes on the high seas, for which he paid the price of loss of support 
from the Federalist party, becoming so unpopular that he resigned his seat in the United States Senate. 
Rigorous days were those, and it required men of backbone and moral courage to face the storms that were 
constantly besetting the infant government. ‘(hat John Quincy Adams never faltered attests the high char- 
acter of the statesman. 


He was born in Massachusetts Bay Colony in 1767, and at the age of fourteen became private 
secretary to Francis Dane, envoy for the United States to St. Petersburg. In 1785 he entered the junior 
class at Harvard and was admitted to the bar in 1790. Four years later he was appointed by George 
Washington as minister resident at The Hague. Then he was sent to the Court of St. James. His labors 
abroad in behalf of this country were attended with such uniformly successful results that he later went as 
minister to Portugal. In 1802 he was chosen state senator by the Federalists of his district and in 1803 
was elected to the United States Senate from Massachusetts. 


In 1809 he was appointed minister to St. Petersburg, his previous acquaintance with matters there, 
as secretary, having qualified him to carry on a successful conduct of affairs. In 1815 he was again a 
minister to the Court of St. James and remained there until recalled in 1817, to become secretary of state 
under President Monroe. 


John Quincy Adams was the first president to be elected contrarily to the customary procedure, for 
at the close of Monroe’s administration, in 1825, Adams was elected president by the House of Representa- 
tives, no election having been made by the people. Adams was candidate for a second term, but failed 
of re-election and retired to his home at Quincy. 


In 1830 he was elected by the National Republican party, afterward known as the Whig party, to 
the lower house of Congress, where he won repute as the champion of the anti-slavary sentiment of the 
northern states. He was returned to each Congiess until his death. He died, like a good servant, in the 
midst of his toil, for, seized with his fatal illness in the congressional halls, he retired to the speaker's room 
and there expired. 


A hard fighter, a conscientious worker, a patriot through and through, John Quincy Adams was a 
splendid addition to the list of the great founders of the republic. Another example of the glory of service. 


The Prudential, with the strength of Gibraltar, is another example of a service, born for the splendid 
purpose, Protection! 


The Prudential 






EpwarpbD D. Durrie.p, President 
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GIVES ANNIVERSARY 
DINNER 





Donald G. C. Sinclair Celebrates 
Thirty Years in Service of 
Metropolitan Life 


RECEIVES EXTRAORDINARY OVATION 





Haley Fiske Sends Letter of Congratula- 
tion—Many Company Officials Pres- 
ent—Prominent Citizens Among 
Invited Guests 
Donald G. C. Sinclair, manager of the Mur- 
ray Hill district of the Metropolitan Life In- 
surance Company, gave a dinner to many of- 
ficers of the company, the entire personnel of 
his staff and a host of personal friends at the 
Hotel McAlpin in New York City on Wednes- 
day night of last week. The occasion was to 
celebrate the thirtieth year of Mr. Sinclair’s 
activity in the service of the Metropolitan Life 
and was marked by two outstanding features. 
One was the spirit of loyalty which was so 
prominently manifested and the other was the 
evident pride taken by the staff of the Mur- 
ray Hill district in the accomplishments 
achieved by Mr. Sinclair end the results he 
has obtained. The gathering was one great 
testimonial to the ability of a single 
and the part he has played in the development 
of the Metropolitan Life. Frederick H. Ecker, 
the vice-president of the company, acted as 
chairman and guided the program which un- 
folded itself before the one hundred and twen- 
ty-seven guests in attendance. The speakers 
of the evening were Mr. Ecker: James P. 
Bradley, superintendent of agents for the Met- 
ropolitan; F. 


man 


O. Ayres, second vice-president ; 
J. V. Barry, fourth vice-president; Benjamin 
former editor of the Scottish 
American; Christopher G. Murray, inspection 
clerk on Mr. Sinclair’s staff; Christopher J. 
Ward, an assistant manager of the Murray 
Hill district; and Dr. J. F. Carson, pastor of 
Mr. Sinclair’s church in Brooklyn and a fel- 
low trustee with him in the Caledonian Hos- 
pital there. 


G. Morgan, 


Mr. Ecker, in assuming the chairmanship of 
the after-dinner proceedings, paid a remark- 
able tribute to the energy, integrity and ability 
of Mr. Sinclair during the thirty years of his 
connection with the Metropolitan, and lauded 
the record established by the Murray Hill dis- 
trict under Mr. Sinclair’s leadership. 

Haley Fiske, president of the company, was 
unable to attend, but sent a letter, which was 
read by Mr. Ecker to the assembly. This let- 
ter so clearly demonstrates the esteem in which 
Mr. Sinclair is held by the entire force of the 
Metropolitan Life that it is here reproduced in 
full: 

D. G. C. Sinclair, Manager, 

1133. Broadway, 

New York City. 
My pear Mr. Sincair: 


T accepted an invitation to your dinner and 
am so sorry that circumstances have compelled 
me to disappoint myself. I should have been 


most pleased to be with you and help cele- 
brate the great event. 


You have been with 


the company for nearly a generation. Through 
your work as agent, assistant and superinten- 
dent and manager, we have had an increased 
weekly income in the industrial department of 
$14,250—say $700,500 a year. You have your- 
self produced over four and a half millions of 
ordinary and through your staff your record 
amounts to nearly forty-one millions of dol- 
lars; of this I am informed about twenty- 
eight millions are still in force, producing an 
income of over a million a year. 

You know these figures, but perhaps your 
men and your guests have no conception of 
this wonderful record as the work of one man. 
You have kept pace with the growth of the 
company. You have been at the fore-front in 
the recent four or five years when the com- 
pany has made such a big jump. 

My acquaintance with you goes back to the 
very start, but the outstanding early recollec- 
tion is of a rather romantic incident at Ot- 
tawa. You must remember Ottawa nearly 
thirty years ago and | do not believe you ever 
dreamed then that the time would come when 
a head office of the company would be situated 
there, with four or five hundred clerks car- 
rying on the business of the Dominion as a 
home office. And this leads me to remark 
how often you must take a retrospect of the 
time you came with us, when our assets 





C. SINCLAIR 


Donatp G. 


Manager, Murray Hill District 


amounted to only twenty-two millions of dol- 
lars and our debit to only $370,000. You have 
been with us to see over three millions of dol- 
lars added to this debit, and nearly a billion 
and a half added to our assets. You have been 
with us since our ordinary has grown from 
less than eighteen millions in force until it 
has outstripped the industrial. Your career 
has covered a period during which we have 
risen from nearly the bottom to quite the top 
—so far ahead of any other company that we 
haven’t any rival. I call it a great career to 
have gone through all of these experiences with 
the Metropolitan and to have kept pace with its 
marvelous progress. Nearly a quarter of a 
century has elapsed since you were made a 
manager. Do you realize that that first year 
you wrote no ordinary at all and your staff 
wrote only $40,000? I wonder if you take in 
the significance of the fact that you and your 
staff wrote last year about one hundred times 
that amount and that you yourself contributed 
well over a half million of dollars? 

These figures are all perfectly stunning and 
so tremendous that the mind really does not 
take them in. Your anniversary is one that 
deserves celebration and again I say I am so 
sorry that I cannot personally join in. 

Not the least of our pride in you results 
from the prominent positions you occupy out- 
side of the business of the Metropolitan Life. 

Your work for the Caledonian Hospital will 
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last forever. Your membership in commercial 
and beneficial societies of the town of ycur 
residence, your connection with social organ- 
izations, your frequent addresses for many of 
these last-named institutions, all mark you as 
having achieved leadership among the citizens 
of Brooklyn. 

All joy and long life to you, together with 
prosperity. 

Very sincerely yours, 
Hatey Fiske, President, 
Metropolitan Life Ins. Co. 
New York City. 

May 5, 1924. 

Francis O. Ayres, second vice-president, and 
James P. Bradley, superintendent of agents for 
the Metropolitan, both spoxe of the value of 
Mr. Sinclair’s work and traced the growth not 
only of the Murray Hill district, but of the 
entire company, under the influence of his ex- 
ample and foresight. Mr. Ayres stated that 
Mr. Sinclair was always a leader and a source 
of inspiration to those with whom he came in 
contact and that he produced the business 
wherever he went, thus stimulating others to 
do likewise. Mr. Bradley compared the size 
of the Murray Hill district with the business 
of two hundred and forty-seven regular life 
insurance companies and pointed out that it 
was larger than the combined business of half 
that total. Indeed, the Murray Hill district 
has insurance in force exceeding the total busi- 
ness of each American old-line company with 
the exception of the first sixty. As indicating 
the quality of this business, it might be stated 
that Mr. Sinclair’s district annually increases 
the insurance in force by more than eighty per 
cent. The speaker stated that Mr. Sinclair, 
in effect, was “president” of a great life in- 
surance “company.” 

J. V. Barry, fourth vice-president of the 
Metropolitan, made such a humorous yet perti- 
nent speech as only “Vic” Barry can deliver, 
and Benjamin G. Morgan, former editor of 
the Scottish American, referred to the fact 
that he had known Mr. Sinclair for many 
years, having been born in the same county, 
and that the Metropolitan manager’s father 
was one of the most intellectual men in the 
country. Mr. Sinclair, judged by his accom- 
plishments, had inherited his father’s ability 
and made the best possible use thereof. Mr. 
Morgan also dealt with the public side of Mr. 
Sinclair’s character and spoke of his work for 
the Caledonian Hospital in Brooklyn as an 
evidence of the spirit that ruled the man. 

Christopher J. Ward, assistant manager of 
the Murray Hill district, voiced the sentiment 
of Mr. Sinclair’s colleagues and paid eloquent 
tribute to the value of the commander under 
whom they worked. The demonstrations of 
pride in, and loyalty to, Mr. Sinclair were 
vociferous throughout the evening. On be- 
half of the personnel of the district, Christo- 
pher G. Murray, inspection clerk for that of- 
fice, presented Mr. Sinclair with an elaborate 
set of platinum and pearl full-dress studs, to- 
gether with a platinum stickpin. Those who 
attended the memorable affair stated that but 
seldom, in their experience, had such a series 
of testimonials been paid to one man. 

As an indication of the scope of Mr. Sin- 
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What Is 


- BROKERAGE SERVICE? 


Brokerage Service, as defined by the Missouri State Life and provided in the Company’s 
Branch Offices, has many features: 





Expert advice and assistance to all insurance men, on Surplus 
and Substandard Life, Accident, Health and Group Insurance. 





Help, without a string to it, in closing cases. All the com- 
mission belongs to the broker. 


Prompt action on Surplus and Substandard Life; liberal under- 
writing rules. 





Generous first commissions and guaranteed non-forfeitable 
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renewals. 
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Business handled either on a contract or a one-case agreement 


basis. 


Co-operation of Branch Managers and Agency Specials trained 
in up-to-date methods of writing Life Insurance; and thoroughly 
versed in Accident and Health and Group Insurance. 


In a few words, that is what the Missouri State Life means by 
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— y- & Brokerage Service. The Company was among the first to make 
Nike its Service available to all insurance men and has its system 
hw perfected by long experience. This Service is at your disposal. 


HAVANA IN 1925 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President 


Home Office ST. LOUIS 
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clair’s interests, in addition to his labors as 
manager of the Metropolitan’s Murray Hill 
district, it is to be noted that he is a past- 
president of the Life Underwriters Associa- 
tion of New York; past-president and founder 
of the Kings County Grand Jurors Associa- 
tion; vice-president of the Commonwealth Sav- 
ings Bank and Avon Taxpayers Association ; 
member of the New York Chamber of Com- 
merce, the Red Cross, the St. Andrew’s So- 
ciety, the Prospect Heights Citizens Associa- 
tion, and is on the executive committee of the 
Life Underwriters Association of New York. 
He is also a member of the Montauk Club of 
Brooklyn and of the Riding and 
Driving Club, as well as being affiliated with 


3rooklyn 


Greenwood Lodge, Masons. 

At the table with Mr. Sinclair were the 
following Metropolitan officers: 

F. H. Ecker, senior vice-president: F. O. 
Ayres, second vice-president ; H. J. Miller, sec- 
ond vice-president; A. F. C. Fiske, third vice- 
president (who had come from the company’s 
office in Ottawa, Canada) ; J. V. Barry, fourth 
vice-president; A. S. Knight, medical director ; 
L. B. Little, manager of publicity; J. P. Brad- 
ley, superintendent of agents; J. T. Arthur, 
supervisor; A. E. Stoutenburgh, supervisor ; 
S. S. Voshell, manager; Peter Ferester, man- 
ager: John Goldthorpe, manager; G. A. Weigel, 
manager: Haley [iske, Jr., group department ; 
and A. L. Hutchings, section head. 

The list of Mr. Sinclair’s personal guests 
included : 


Charles F. Hubbs, president of Charles F. 
Hubbs & Company; Robert S. Corbett, ribbon 
manufacturer; David J. McLean, editor, The 
Brooklyn Citizen; Victor A. Lersner, vice- 
president, Bowery Savings Bank; Alexander 
Walker, president, Colonial Bank; Edwin A. 
Ames, president, Dime Savings Bank: John 
A. Murray, president, Commonwealth Savings 
Bank; Percy C. Magnus, president, Magnus, 
Mabee & Reynard, Inc.; William M. Greve, 
president, The Prudence Company; Norman 
A. Robertson, president, John Robertson Com- 
pany; James H. Ward, vice-president, Beth- 
Iehem Steel Corporation: Hon. Cornelius 
Huth, lawyer; William H. English, president, 
Montauk Club; Arthur L. J. Smith, president, 
rhe Spectator Company; Donald H. Bain, 
president, Donald H. Bain Company, Winni- 
peg, Canada; Alexander MacDonald, builder; 
1. Edwin Barnes, general agent, Union In- 
demnity Company; J. L. Hopkins, chemicals : 
Ed. Wughes, president, Hughes Detective 
Agency: A. E. Winger, president, American 
Lithographing Company; Leslie Dittman, bond 
broker: and William Kennedy, Jr., builder. 

Mr. Sinclair’s staff, numbering eighty-two 
men and women, attended in a body. 


Central Life of lowa Joins Life Presidents 
Association 

The Central Life Assurance Society of Des 
Moines, Iowa, by unanimous vote of the execu- 
tive committee, was elected to membership in 
the Association of Life Insurance Presidents 
at the regular bi-monthly meeting last Friday. 
There are now fifty-five member companies in 
the association, of which forty-six are 
domiciled in the United States and nine in 
Canada. 


In another section of this paper, a promi- 
nent reassurance company is advertising for 
a young man with some knowledge of life 
msurance and the keeping of insurance records. 


DEVELOPS NEW SERUM 





Discovery Expected to Reduce Pneu- 
monia Mortality 


WORK OF METROPOLITAN LIFE 


Company Appointed Commission In 1918 
—Dr. L. D. Felton Conducted 
Experiments 

Reduction of mortality has occupied a great 
deal of attention from officials of the Metro- 
politan Life Insurance Company during the past 
few years. As a direct result announcement 
was made last week of the discovery of a form 
of serum by which it is expected to reduce the 
mortality of lobar pneumonia by from twenty- 
five to fifty per cent. 

The discovery was made by Dr. Lloyd D. 
Felton, working at the Harvard Medical School 
under a commission appointed and financed by 
the Metropolitan Life. This commission was 
established immediately following the influenza 
epidemic of 1918 for the purpose of finding, if 
possible, a means of preventing or curing that 
disease, which, in a period of five months, had 
cost the Metropolitan Life over $24,000,000. The 
exhaustive researches 


commission conducted 


without apparent result for nearly six years 
at a cost of over $200,000. 

The new serum is a concentrate of the serum 
containing pneumonia antibody developed in 
the blood of a horse in much the same manner 
as diphtheria antitoxin is developed. Previous 
efforts to use this serum without concentration 
necessitated such large doses as to produce 
serum sicknesses and unpleasant after effects. 
Following an extended research for a method 
of precipitating the antibody in this serum, 
Dr. Felton suddenly found that it could be 
done in about ten parts of water to one of 
serum. The resultant antibody has been found 
reasonably clear of other toxins and much more 
effective than the unprecipitated serum. Its 
worth was proved with mice and it has been 
effective on over 150 cases in Boston, New 
York and Philadelphia hospitals. 

The expenses of the commission will be paid 
several times over in a single year if the serum 
proves as effective as is expected. In 1923 the 
Metropolitan Life paid losses due to lobar 
pneumonia of nearly $5,000,000. A 25 per cent 
reduction would mean a saving of over $1,000,- 
000. On the basis of this discovery the com- 
mission will continue its work in the hope of 
getting at the cause of influenza. 

The members of the commission under 
Dr. Felton were Dr. Lee K. Frankel, second 
vice-president of the Metropolitan Life: Dr. 
\. S. Knight, medical director of the com- 
pany; Dr. Milton J. Rosenau, of Harvard 
Medical School; Dr. William H. Park, director 
of the research laboratory of the New York 
City Health Department: Dr. W. H. Frost, 
professor of epidemiology and public health 
administration, Johns Hopkins School of Hy- 
viene and Public Health; Dr. G. W. Mce- 
Coy, director of the Hygienic Laboratory, 
Washington; Dr. E. O. Jordan, professor of 


hacteriology, University of Chicago. 
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SUPERINTENDENT STODDARD WARNS 
AGAINST “PLEASURE OUTINGS” 
New York Department Head Tells Life 
Companies Not to Offer Rewards, in 
Money or Travel, to Agents 


Francis R. Stoddard, Jr., Superintendent of 
Insurance of New York, sent out a general let- 
ter to life insurance companies on Friday of last 
week in which he warned them not to violate 
the provision of Section 97 of the insurance 
law of that State. This section refers to the 
question of rewarding agents for increased pro- 
duction and deals with the subject of conven- 
tions, which, while ostensibly undertaken. tor 
husiness reasons, are in reality pleasure trips. 
Superintendent Stoddard’s letter, on this point, 
stated : 

There are some indications that abuses are 
beginning to be practiced under the foregoing 
ruling of this department. Some recent ten- 
dencies have been noted toward making con- 
ventions more and more pleasure outings and 
less of business conventions. Accordingly, the 
companies and agents are warned at this time 
that a company, general agent, manager or 
supervising official cannot offer pleasure out- 
ings as a reward based on the volume of any 
new or renewed business. 

The payment of an agent’s expense to a 
legitimate agency convention held for proper 
purposes in a location which would bear this 
out are not against the ruling, but money 
awards of any amount are clearly prohibited. 
Medals, pins, etc., and articles of small intrinsic 
value, also are not included in the list of “shall 


nots.” 


Reserve Loan Life’s New Policies 

The Reserve Loan Life Insurance Company, 
Indianapolis, has just placed in the hands of 
its agency force a new ordinary life net pre- 
mium policy. This contract carries the same 
cash, loan, surrender and paid-up values at the 
regular ordinary life policy but the rates, which 
are effective as of May I, are more advan- 
tageous to the policvholder. As an instance of 
this, it is noted that at age twenty-five the 
rate is $15.10. 

In addition, the company ts now ready to 
issue a new ordinary life (endowment age 
eighty-five) policy which will be sold at the 
same rates as the old ordinary life policy but 
will carry values in excess of the old coverage. 
The Reserve Loan Life expects to get this into 
the hands of its agents at an early date. The 
first four months of this year show that the 
company’s business production is 15 per cent 
more than the corresponding months of 1923. 


J. M. Fouts Becomes Agency Manager of 
Montana Life 

Joseph MM. Fouts, formerly agency super- 
visor of the Union Mutual of Des 
Moines, has taken the position of agency man- 
ager of the Montana Life Insurance Company 
for the States of Iowa and Minnesota, with 
headquarters in Des Moines. Mr. Fouts has 
long been an excellent producer and the suc- 


Royal 


cess of his new position is well assured. 
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BUILT 
FOR SPEED 


Speed is built into the Lincoln 
National Life organization. Each 
clerk in the Department of Issue is 
trained to handle just one detail in 
connection with the application or 
policy. Like the system employed 
in a great automobile assembling plant, the application 
moves from desk to desk with every point accurately 
checked and the contract completed in record time. 





When no additional information is necessary for the 
case the policy is issued on the same day the application 
comes into the Home Office if it arrives before the late 
afternoon mail. 


The fact that the Lincoln National Life Department 
of Issue is equipped and arranged and organized for the 
purpose of shooting the policies right back to the agent 
before the prospect gets cold is a distinct help to all 
salesmen who 
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The Lincoln National Life Insurance Co. 
“Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $300,000,000 in Force 
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SNTER-SOUTHERN 


THE INTER-SOUTHERN LIFE INSURANCE C0. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President ir 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over ‘$85,000,000 of business in force 

















WEST COAST LIFE 
INSURANCE COMPANY 


San Francisco, California 








LIFE 
GROUP 
SUB-STANDARD 
COMBINATION ACCIDENT & HEALTH 








Business in Force $64,667,311 
Admitted Assets $8,867,706 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


of prosperous and successful business. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


34 Nassau Street New York 
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Homicide Report of Memphis 


By FrepertcK L. Horrman, LL.D., 


Consulting Statistician, the Pruden ial Insurance Company of America 


The Mayor of Memphis takes emphatic ex- 
ception to my recent statement that in 1923 
there were 113 homicides in that city, charging 
me with prejudice and unfairness, in a matter 
with which the Mayor should be fully 
acquainted. My statement was based upon the 
official returns of deaths due to homicide in 
the city of Memphis, made to me by the health 
department, with the reports of which the 
Mayor should be acquainted. It is difficult to 
helieve that the Mayor of Memphis is igno- 
rant of the facts in the case, but he prefers 
to use police department records, which have 
never entered into my homicide tabulations. I 
am concerned only with deaths which are offi- 
cially reported as homicides to the local bureau 
of vital statistics, and of which transcripts, in 
due course of time, are sent to the Division of 
Vital Statistics of the Census, at Washington, 
for tabulation and analysis under Federal 
authority. 

Every year some Memphis politician or other 
raises the same objection, writes me an abusive 
letter, receives a polite reply and that is the 
end of it. Time and again I have suggested 
to the Memphis authorities that a thorough in- 
vestigation should be made into the homicide 
record, but my suggestion has never borne fruit. 

Only a few months ago, I prepared for the 
superintendent of the health department an ex- 
tended statement for presentation to the South- 
ern Medical Association; but this 
Was never printed. 


statement 


The politicians of Memphis do not seem to 
want the truth, and do not care to have the 
facts subjected to the required impartial 
examination. But it is quite immaterial, for 
the present purposes, whether there were sev- 
enty-eight homicides in Memphis, or 113; for 
the seventy-eight homicides in Memphis would 
still yield a rate which would make Memphis, 
relative to population, the most murderous civ- 
ilized city in the world. But there were not 
seventy-eight deaths from homicide, but 113, 
since the records of the board of health are 
more conclusive, for this purpose, than the rec- 
ords of the police department. 

The city club of Memphis has given some 
time and thought to this question, and pub- 
lished a series of useful observations 
which I extract the following: 

Accepting the returns of the city police de- 
partment that there were seventy-seven homi- 
cide cases in Memphis in 1923, it is said— 
“Seventy-five cases offered opportunities for ar- 
rest ; sixty-four persons were arrested in fifty- 
SIX Cases: 


from 


of this sixty-four, twenty were exon- 
erated in the preliminary stages. We will ex- 
clude three accidental shootings. This leaves 
Seventeen exonerated. Think of it!  In- 
quisitorial juries said there were seventeen jus- 
tiflable murders in Memphis last year! Twenty 
cases were actually tried; eighteen persons in 
Seventeen cases were convicted; fourteen per- 
sons in twelve cases are awaiting trial. On that 


record will any one challenge the statement that 
as to homicides committed in Memphis last year 
prosecutions were largely a failure?” 
‘Analyzing the seventeen convictions in rela- 
tion to the sentences passed, it is shown that, 
in only two cases was the sentence a life term; 
in four cases twenty-one years; in one case one 
year ; in four cases five to ten years, and in six 
It is stated in this con- 
“Not a case in which a, mur- 
derer received capital punishment! And bear 
in mind, judging from past experience, how 
many of the seventeen before their terms shall 
have expired will have received executive clem- 
ency? Does not this record warrant the state- 


yd) 


cases one to five years. 
nection that: 


ment that punishment woefully miscarried 

But in justice to the police department it 
should be said that, out of a possible seventy- 
five cases for arrest only four cases were un- 
solved. But fifteen murderers are at large, and 
there were arrests in fifty-six cases, or about 
75 per cent. 

According to William C. Cherry of Memphis 
there were seventy-eight murders in Memphis 
last year, of which fifty-one were due to fire 
arms. 

According to the police department, there 
were sixteen white persons murdered last year 
in Memphis; while, according to the board of 
health, twenty-nine were murdered. 

According to the police department sixty-two 
negroes were murdered; while, according to the 
board of health, eighty-four were murdered. 

According to the analysis by Mr. Cherry 
fifty-three were killed by negroes; 
while seven negroes were killed by whites. Only 
two whites were killed by negroes, so that it 
is not a matter of racial conflict. The true un- 
derlying cause is the universal habit of pistol 
carrying, the prohibition or control of which 
lies within the power of the authorities. Mr. 
Cherry points out that it is a grave question of 
doubt as to whether pistols taken from per- 
sons, apprehended in some way or other, do not 
get back into circulation; and he quotes an 
astounding case of a citizen who applied for 
a pistol permit, and who was given a pistol 
by the police officer with the remark that it had 
been taken from a notorious character. All 
those who have written impartially upon the 
situation are, however, convinced, with respect 
to the pistol habit, that the fundamental con- 
ditioning circumstances in connection with mur- 
derers in Memphis is the difficulty of bringing 
offenders to justice and to punishment. The 
law’s delay in Memphis approaches a tragic 
farce; but most lamentable of all is the out- 
standing fact that Memphis officials, including 
the Mayor, do not face the truth as they should, 
and are not held responsible for a condition 
which is a disgrace to civilization, and to the 
better law-abiding element of the city. 

If the authorities want to ascertain the facts 
and arrive at a correct interpretation, they are 
in possession of records which, if subjected to 


negroes 


critical consideration, would yield a wealth of 
useful information. As pointed out in an ad- 
dress by James H. Malone of Memphis, quot- 
ting from a report of the American Bar Asso- 
ciation, there were, last year, in London, Eng- 
land, seventeen so-called murders, while in 
Memphis it is officially admitted there were 
seventeen persons convicted of murder, while 
the remainder, not far from one hundred, 
escaped punishment! 





John Hancock Writing Group Insurance 

Vice-President Robert K. Eaton, of the John 
Hancock Mutual Life of Boston, in a notice 
to agents informs them that the company is 
now writing group in accordance with the an- 
nouncement made at the last annual meeting, 
having prepared and issued a special policy 
contract for this purpose. Mr. Eaton also an- 
nounces that the group department is being 
organized at the home office with Charles F. 
Glueck as manager, and that assistance will be 
rendered by this department to the field in the 
writing of this class of insurance. 

The John Hancock rates are similar to those 
of participating companies writing group in- 
surance. The provisions of the contract are 
liberal in every respect, and the company will 
give its usual excellent service to the group 
policyholders. 

The company is prepared to write the group 
insurance on both the non-contributory and the 
contributory plan. In the former plan the em- 
ployer pays the whole premium, and in the 
latter case a portion of the premium. Ar- 
rangements are made to have the policies con- 
tinued by the employee in case he terminates 
his service. Policies will be issued in amounts 
varying from $500 to $5000 maximum on each 
employee. 





J. E. Hall Answers Questions in Third 
Radio Talk 

J. Elliot Hall, of Hall & McNamara, agents 
for the Pennsylvania Mutual Life Insurance 
Company, devoted the third of his series of 
radio talks, broadcasted through _ station 
WEAF, to answering the questions of his un- 
seen audience, received by mail. It is interest- 
ing to note that most of these queries came 
from the wives, mothers and women of the 
families. Given his first opportunity to address 
the women of the families as a whole, Mr. 
Hall has calculated his talks to strike them 
particularly. That favorable results have been 
achieved is testified by the numerous letters 
received. 

Most of the questions answered were con- 
cerning the need of a permanent income, though 
some letters denoting skepticisim on the part 
of the senders were received. Mr. Hall thor- 
oughly explained the need of permanent in- 
comes, and life insurance as an investment, to 
his questioners, making every effort to explain 
and make coherent the technical details that 
were found puzzling by his hearers. 

Another radio talk will be given by Mr. Hall 
on Monday, May 19, at 8:15 P. M., in which 
he will take up further the need of life insur- 
ance in the family. 
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©. C. L. BUILDING ly Premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income ne for 


Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 
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Males and Females alike. oe sp = 
Standard and Substandard Risk Contracts, i. e. less work for nothing. | ant @ —— 
| Nat'l. Bk. || Exchange 
THE OLD COLONY LIFE INSURANCE COMPANY °* —- = = 
ed- Illinois 
of CHICAGO, Ti. Ti Kes 4 — | 
= eval I Bi sccacceam 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. | 
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On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial “‘rate-book, set of supplies, and a 
God-bless-you.” 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 


happy and successful? 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 

















mn ninwacemnn 


NAH MUON 
t 


aati) ran ng 
1] i "| : 
a 
Nit Le 











EMA NINIAIAIAINININ 








Did You 
Increase Your Income 


by 3 Of: last year? 


—that is the record hung up by some 
National Life salesmen. 


You should participate in the new record 
they are going to make during 1924. 


If you are not satisfied with the size of your 
commissions now, get into touch with us at 
once. We have a line of popular policies 
for which our salesmen are finding a ready 
sale. Good men are wanted in 


Arkansas, California, Colorado, Idaho, IIli- 
nois, Indiana, Iowa, Kansas, Kentucky, 
Michigan, Missouri, Nebraska, New Mexico, 
Oklahoma, Pennsylvania, South Dakota, 


Texas, Wyoming. 
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Some Things to Know About Life 


Legal Department, 


The intent of this brief paper is to increase 
the ammunition of the life insurance agent by 
bringing the subject of taxation into his field 
of operation, making it as simple as possible, 
and providing him with vital arguments to be 
used when opportunity offers. 

Many agents think that taxation as it 
fects soliciting is highly technical and involved. 
avoided the matter because of an 
This assumption 


is excusable because the sub- 


af- 


Many have 
imagined lack of proficiency. 
is false, but it 
ject has not always been presented as clearly 
as it might be. 

In my opinion, taxation is a collateral issue 
to the main subject of life insurance protec- 
except in the one instance of estate set- 
it is not viewed in this 
light, sure to result. As 
knowledge of takes the form 
of a knowledge of tax saving, certain deduc- 
not be available to- 


tion, 
tlement insurance. If 
dissatisfaction is 
taxation usually 
tions available today may 
If such a deduction represented the 
will 


morrow. 
main motive for insuring, the policyholder 


hold the agent accountable when and if it 
should no longer be allowed by the Revenue 
Bureau's regulations and rulings. But a 
knowledge of taxation sometimes makes an 
ippeal out of all proportion to its true value 
and for this reason should be part of the 
equipment of every insurance salesman, for 


use as an additional argument. 


EstaTE SETTLEMENT INSURANCE 
Inheritance tax, or death duty insurance, has 


been the subject of much literature and dis- 


cussion and every solicitor is familiar with 
Extracts from an address before the annual meet 
t Philadelphia Association of Life Under- 


ing of the 
writers, May 8, 1924, 


Taxation 


By E. P. Huttrincer 
Penn Mutual Life Insurance Con 


a few words re- 
“Inheritance Tax 
while the been de- 
vised up to the present time, not suf- 
ficiently express the idea, because it does not 
other charges against the estate, such 
due at death, administrative 
expenses, last and 
other liens against the property of which the 
The term 
be more 


its principal points. Yet, 
The term 
best that has 


does 


main to be said. 


Insurance,” 


include 
as income tax 


expenses of illness, debts 
decedent dies seized or possessed. 

“Estate Settlement would 
comprehensive than the one now in use, 
against the gross 


Insurance” 
be- 
cause it includes all charges 
estate that satisfied in cash. 

It has been demonstrated by 
examination of the records of probate courts 
in different parts of the country that the de- 
pletion of decedents’ estates of various amounts 
from 18 to 25 This de- 
pletion takes into consideration every tax and 
expense, with the exception of shrinkage in 
the value of securities. Life insurance is the 
only adequate agent that can remedy this loss 
as well as the shrinkage in the securities and, 
of this fact, estate settlement insur- 
sale if the subject is in need 


must be 
conclusively 


averages per cent. 


because 
ance is a sure 
of it and the plan is properly presented. 

The value of Estate Settlement Insurance 
—as an instrument—is its mechanical perfec- 
The event which gives rise to the lien 
contract for a sum to discharge 


tion. 
matures the 
it. Aside from the mere chance of a favor- 
able market to dispose of assets, there is only 
one other device available, and that is, setting 
aside sufficient cash during the lifetime of the 
decedent. It is inconceivable that any one 
would’ do this, for if we assume the lien 
against a given estate to be $100,000, the dif- 


ference in interest yield between a bank bal- 


13 


Insurance and 


npany 


ance of such amount and first-class bonds or 
mortgages purchased by it would be sufficient 
to pay premiums on enough life insurance, at 
age 40, to pay the tax. The material fact to 
remember is that with cash the beneficiaries 
may choose the course they pursue. They may 
take advantage of discounts, and they may sell 
if offers are satisfactory; they may 
dictate to circumstances—without cash, circum- 
stances dictate to them. Like a bank deposit, 
insurance proceeds are spot cash, but, unlike 
a bank deposit, insurance does not require a. 
large investment to acquire the protection of 
Life insurance pro- 


property 





a large cash guarantee. 


tection of estates is a source of safety profit 
—no life insurance almost universally means 
a loss. 


Life insurance taken out for the purpose of 
settling decedents’ estates should not be tied 
to a trust for that’ purpose if it is desired to 
obtain benefit of personal exemptions on in- 
surance proceeds. It is generally conceded that 
in such case the proceeds would be taxed as 
part of the decedent’s estate, except in Ohio, 
where an opinion of the Attorney General has 
held to the contrary. If the policy proceeds 
are paid to an individual beneficiary in the 
beneficiary's own right, there would be no state 
taxation, except in Arkansas, Montana, Ten- 
nessee and Wisconsin. Of course, this does not 
create a legally binding obligation on the bene- 
ficiary to use the proceeds for the purpose in- 
tended, but if such beneficiary is the principal 
legatee of the estate, the economic pressure to 
use the proceeds as designated would be supe- 
rior to even legal compulsion. The Federal tax 
upon life insurance proceeds will not attach 
if the beneficiary insures the life of the pres- 

(Continued on page 19) 
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The Psychology of Group Insurance fusion and turmoil. The president of the | 
Pennsylvania Railroad System places his 
By WiLii1AM F. CHAMBERLIN hope for a better state of affairs for both g 
Part I1I—Psychology of the Employee railroad companies and the public upon 
two main points: one, that public opin. 
Samuel Rea, president of the Penn- ion is to be relied upon when the public 
sylvania Railroad System, determined This article is the third installment is placed in full possession of the facts; 
that recent railroad’ difficulties find their of an exposition of group insurance and the other, that the great body of 
causes in four main conditions: First, which was written especially for THE employees is growing in numbcrs, in loy- 
the resumption of coal mining after a Swpcrator by William F. Chamberlin, alty, in a realization of its duty to the 
suspension of months and a consequent eee gf iid sap ro Aes public and to the railroad owners, and in 
Saye Insurance Company. When the fourth, s ee 
precipitation of overloaded shipments; ond dedi. scttinn has beth published, the the possession of that willingness to do 
second, the exaggerated increase of gen- discussion will form a useful and in- efficient work which will alone make for 
eral business, bringing about so large a structive treatise on the subject by an the security and happiness of homes and 
demand for transportation, in building acknowledged authority. Companies and families. In the words of President Rea: 
and construction materials, that sate mpl eptlmaeucwis “The practice of the Pennsylvania Rail- 
i : this article in booklet form will please : eis . 
tactory handling was an impossibility ; communicate with Tue SPECTATOR. road System in its relations with em- aon 
third, the enormous food crops to be ployees is to give all employees, through ploy 
moved, and fourth, the depression in their own selected representatives, a voice fro 
1921, when railroads failed to earn suffi- economic life in almost all of its phases in the management in all matters affect- as | 
cient to maintain their cars and engines. —the condition of American labor, the ing their wages, working conditions and mer 
These factors, combined with the general increased activity in building and expan- welfare and in other matters of mutual geth 
shopmen’s strike, left nearly all rolling sion, the agricultural activities of the concern affecting the welfare of the com- tion 
stock in a condition with much to be de- country and the financial pressure of all pany and of the public which the com- safe 
sired. The causes strike deep into our business due, in general, to post-war con- pany serves. The primary requisite is met 
that the employees and the management Mei 
deal directly with each other and we have any 
tried to avoid outside dictation ” are 
eno 
Group INSURANCE MAKEs FoR CONTENT- and 


Expedites Mortgage Loans MENT lr 


Men do not strike only for reasons 
pertaining to wages. A _ strike may 

“We have always found your service the very best,” usually be traced fundamentally to the 
writes an official of a Southern life insurance com- practice of traditional and outgrown ideas 
pany, “and we are constantly urging our new con- 
nections to take up your title guarantee service, for 
we find that it not only reduces the detail of our 
Legal Department, but expedites the closing of mort- 


and customs that have become offensive 
to employees. A contented body of em- 





gage loans and I know that our connections who are Ss 

using your service appreciate the promptness with A Company with Friends 

which loans are closed when supported by one of your 

title bonds.” Everywhere ( 
Send for Booklet T. S. The agent who is selling insurance in 


this Company, which for seventy-three 
years has been rendering unexcelled 


NEW YORK service, does not work alone. Wherever 


he may be, he finds enthusiastic friends 


TITLE AND MORTGAGE ready to help him by testifying that there 


is no better company in the land than the 
COMP ANY old Massachusetts Mutual. Its enviable } 
record for service and the low net cost of 
the protection furnished make a combina- 


at 


135 Broadway, New York City tion that assures success to any real 
worker in the field. 
Capital Funds over $10,000,000 JOSEPH C. BEHAN, pc 


Superintendent of Agencies 


Massachusetts Mutual 


AMERICAN TRUST COMPANY Life Insurance Company |_| ,, 
Springfield, Massachusetts 


Affiliated with the 






































y 
“SECURE AS THE BEDROCK OF NEW YORK” Incorporated 1851 e 
14 - 









ursday 


of the 
ces his 
Ir both 
> upon 
: Opin- 
public 
facts: 
dy of 
in loy- 
to the 
and in 
to do 
ke for 
es and 
t Rea: 
1 Rail- 
h em- 
irough 
1 Voice 
affect- 
ns and 
mutual 
e com- 
> com- 
site is 
yement 
e have 


YTENT- 


easons 
. may 
to the 
1 ideas 
‘ensive 
of em- 


ids 


e in 
hree 
slled 
ever 
ands 
here 
the 
able 
t of 
ina- 
real 


jal 
ny 













May 15, 1924 


THE SPECTATOR 


LIFE INSURANCE EDUCATIONAL SECTION 





unlimited production. 


rights. 


Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the jbest, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








ployees is an almost automatic result 


from a combination of such provisions 
self-govern- 


as a justifiable amount of 


ment and an interest in the industry, to- 
gether with reasonable hours, compensa- 
industrial accidents, 
health, 


working 


tion for adequate 
steady 
ment conditions. 


Men’s wages may not be appreciated in 


safeguards for employ- 


and good 
any number of units. A man’s wages 
are useful to him only when they are 
enough to procure the necessities of life 
and a little more. When wages are not 


large enough, no matter what their nu- 





merical sound may be, to buy things that 
employees want and need, discontent is 


induced. Employees, when their wages 
are adequate to provide the necessities of 
life for their families and when there is 
provision for illness and old age through 
life insurance, are freed from worry and, 
therefore, become more efficient workers. 
Employers and employees should unite 
in a spirit of service to the community 
in their industrial activities. Employees 
will be united in a spirit of service to the 
employer when it is made clear to them 


that the employer, through his superior 


BLES FOR ———————_——— 
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5. The Raven and the Parrot 


business. 


“barker” 





Observing his success, Mr. 
become an insurance salesman, expecting to accomplish 
great things; for although he was idle and ignorant, he 
was a great talker. 

But it soon got about that he was an insufferable 
bore, and all the birds avoided him. So, he became the 
for a travelling show, and that saved him 
from starving to death. 


Mr. Raven was very reticent, but he was intelligent 
and industrious and built up a remunerative insurance 


Parrot determined to 


APPLICATION: 


The tongue of the wise useth knowledge aright, but the mouth of fools 
poureth out foolishness.—Proverbs XV. 2. 


6. Wise Counsel 


“You will remember,” 


said the Teacher to his class of Life Under- 
“that Gideon said to his followers on the eve of Battle, ‘Aquit 


yourselves like men.’ So, I say to you, Aquit yourselves like men—or quit 


writer, 

altogether.” 
N. B. 

portant educational hints for the training of agents. 
Copyright, 1924, 


It is intended to publish this series of Insurance Fables in book form as they contain im- 


by The Spectator Company, New York. 
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advantages, 


is earnestly given over to 
serving the interests of his employees. 


An Unpbertyinc Motive NECESSARY 

There must always be an underlying 
motive for the installation of the vari- 
ous employee welfare features. This mo- 
tive must represent the filling of an actual 
need in the lives of employees, the bring- 
ing of substantial and tangible comfort. 
For instance ; there are to be found many 
first-rate establishments, both industrial 
and commercial, in which there is pro- 
The 
reason for this is that generally such a 
provision 


vided no lunch room for employees. 


inas- 
Deter- 
starting lunch rooms 
the 
lack of good restaurants in the vicinity, 


would be a superfluity, 
much as the need did not exist. 

mining factors in 
are usually the distance from home. 


the desire to keep employees upon the 
premises and the wish to give employees 
the proper kind of food. An action based 
upon almost any one of these motives 
is bound to operate for the interests of 
the company itself. 

Take the feature of the company hous- 
ing. A company might go into the real 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 











estate business for its employees for 


various reasons, such as—securing a bet- 
ter class of workmen, creating greater sta- 
bility in the labor supply, creating better 
living conditions or creating a spirit of 
loyalty and 
ployees. The fulfillment of any one of 
these conditions is bound to work back 
to the general good of the company and 
the general good of the community In 
so far as an employer conducts this activ- 


co-operation among em- 


ity in a successful fashion, he is to be 
considered a general benefactor in his 
community. 


REASONS FOR Group INSURANCE 
A like series of reasons might be ad- 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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duced for adopting group insurance. 
The attraction of a better class of work- 
men, the creating of greater stability in 
the labor supply, better living conditions 
and a spirit of loyalty and co-operation 
among the employees, are among these. 
An employer adopts group insurance with 
a motive for his action just as he will 
go into any other feature of welfare 
work. This motive is going to have its 
result in a conviction on the part of the 
employer of the need existing in the lives 
of his employees that will be fulfilled by 
his action in adopting group insurance. 
In almost any group in which there is 
no particular effort made toward com- 
fort or happiness, where the relationship 
between employees and employer is sim- 
ply one of looking to the latter for the 
day’s wages in return for a certain 
amount of grudginglv-performed work, 
where the employer is too deeply im- 
mersed in the cares and difficulties of his 
business to take thought for the impor- 
tance of the co-operation of his em- 
ployees, if a study of the general tem- 
perament of the organization is made, it 
will be found to be characterized by the 
following six psychological states of 
mind, which we might term negative at- 
titudes : 

Werry 

Discontent 

Restiveness 

A sense of injustice 

A lack of morale 

A spirit of retaliation 

In the many organizations that we 

could name where there is complete svym- 
pathy existing between employer and em- 
ployees, exactly the opposite character- 
istics of disposition are to be noted. 
These we might term positive psychologi- 
cal attitudes and are, by name: 

Happiness 

Courage 


Thursday 


Satisfaction 
sense of personal worth 
Co-operation 
A high value of the company and its 
ideals 
Analyzing each of the foregoing, it 
will be found that there are certain very 
definite reasons for the existence of each 
attitude. In the case of worry. the rea. 
son is generally a fear on the part of the 





worker that he may at some time be a 
dependent upon relatives or may become 
a public charge. He has the closely-al- 
lied fear of being temporarily disabled 
from continuing his duties, thus making 
him a charge upon his family and caus- 





ing much confusion and difficulty. He js 





‘You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great | 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield 88 Illinois 

















EDMUND P. MELSON, President 


“SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 











The Company now 





P. M. HARPER, Vice President 
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worried by the haunting thought that, 
if he should unexpectedly die, his death 
will be a great burden to his family and, 
moreover. they will be left without the 
support that they have come to expect 
from him. His worry is further increased 
by uncertainty of employment and by 
the prospects of a fruitless old age, un- 


provided for. The attitude of discontent 


is fed by a sense of thwarted aspirations. 
Discontent is induced in almost any man 
while he holds a monotonous job, or 
one with which he is not satisfied. one in 
which he is not using his full energies 
and capacities, or his imagined energies 
and capacities, or one which does not 
that he thinks 
In an organi- 
else that 


bring to him the wages 
are due him in all justice. 
zation where everything 
to do with industrial relations is of a 
slipshod nature, it is not unnatural that 
the employee would attribute his own 


has 


situation to the thoughtlessness and blind- 
ness of the management. Discontent is 
further increased by unsatisfactory rela- 
tions with fellow-workers or immediate 
superiors or the employer. In such a 
reprehensible firm as we now are con- 
sidering, the real spirit existing between 
fellow-workers or foremen and workers 








Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 
Policyholders 
$26,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MICHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 











is one of ready resentment and a lack 


of cordiality. There has been no at- 
tempt to make for the general happiness, 
which fact has had the effect of closing 
the individual’s mind to the possibility of 
a state of happiness on the part of his 
fellows to which his attitude might con- 
tribute. 


One Hundred Ways 

The fifth volume of William Alexander’s 
educational series, entitled One Hundrea Ways 
of Canvassing, has just come from the press. 
[t is entertaining as well as instructive, and 
there are two chapters that may very properly 
One 
resourcefulness and the other describes a num- 
f legitimate tricks that agents 
have employed to induce their fellowmen to 
do their duty. 


be characterized as amusing. advocates 


ber « shrewd 


Here are a few extracts on the 
first of these topics: 


RESOURCEFULNESS 
Sheppard Homans of New York once tried 
to insure a wealthy broker, who put him off 
by saying that he had just bought an expen- 


sive span of horses and could not afford to 
invest in life insurance. Thinking this over 
after the interview, Mr. Homans concluded 


that he had not done his full duty, and so the 
next day he called again on this prospect, and 
said: 

“Look here, you can't afford to go without 
msurance—those horses of yours might run 
away.” “Hold on,” said tie other, “don't rub 
it i—they did run away yesterday.” 

Result, a substantial policy. 


Wuat's 1N A NAME 

Here is the way Mervin L. Lane of New 
York uses his own name as an entering wedge: 

I have used a plan which not only gets me 
into a@ man’s office, but timediately starts a 
conversation which does siot relate to insur- 
ance. I refer to the idea vf canvassing name- 
sakes. Make a list from your local telephone 
book or street directory, and call upon such 
people. It stands to reason that if a Mr 
Smith (the agent) calls upon another Mr 
Smith (the prospect), the first thought to come 
into the mind of the prospect will be, “Is ‘his 
fellow related to me? Where does he come 
from? I wonder if I know any of his 
people?” 

This is a plan which can be used by any 
agent, and the more common his name_ the 
greater will be the number of his prospects. 
It has worked successfully with me, and I find 
that appealing to the curiosity of a man in this 
way is profitable. 


As Goop As Gop 

Col. Henry J. Powell of Louisville, Ky., gen- 
eral agent of a New York company, had a 
client who carried a large endowment policy 
which matured on a certain date shortly after 
the breaking out of the World War. A week 
or so before the money was due Colonel Powell 
asked the company to send him a check for 
the proceeds of the policy in order that ‘he 
claim might be paid promptly. Then he ieft 
Louisville on business and did not return until 
the morning of the day on which the check 
was to be delivered. Meanwhile the agency 
cashier had been placed in an embarrassing 


situation. The policy provided for the pay- 
ment of the insurance in gold, and no gold 
was obtainable from the Louisville bank: The 
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cashier was at his wits’ end, but Colonel Powell 
went to the policyholder and addressed him as 
follows : 

It is a thankless task to try to do a favor 
for a friend. I understand that you intend to 
draw the proceeds of your policy in gold in 
accordance with the terms of the contract. 
But this gold is payable at the office of the 
company in New York, and I took it for 
granted that you did not wish to spend time 
and money in a trip to New York, and that you 
would wish to avoid the expense, trouble and 
risk of getting a heavy package of gold coin 
from New York to Louisville. So I asked the 
company to send me a check for the amount 
due in order that the money might be paid to 
you on the very day on which it fell due. 

The policyholder took the check and was 
grateful to Colonel Powell for his thoughtful 
consideration. 

These and many other examples are given in 
this book which is a canvassing document that 
no agent can afford to be without. 

“One Hundred Ways of Canvassing” is pub- 
lished by The Spectator Company, New York. 
It sells at $3.50 per copy. 


Wiped Out 

Ninety per cent of all businesses in the 
United States have a capitalization of not over 
five or ten thousand dollars. 

In the case of a small business, the life- 
time savings of a family are usually invested 
in the firm. 

Death of the head cf the establishment may 
mean wreckage, to the end that his family’s 
iife-long savings are wiped out. This can be 
avoided by insurance.—The Pelican. 








Men capable of closing 
business and training new 
agents or devoting entire 
time. to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


STANDARD LIFE 
INSURANCE CQ. 


716 Locust St., 
St. Louis, Mo. 














THE SPECTATOR 





Thursday 


LIFE INSURANCE EDUCATIONAL SECTION 


One Company’s Solution of the Part-Time 
Agent Problem 


The aim of most life insurance companies, 
as far their agents are concerned, is to have 
such men work on a full-time basis wherever 
possible. Bearing this in mind, H. T. Bur- 
nett, then of the Alabama department of the 
Reliance Life Insurance Company of Pitts- 
burgh, some three years ago instituted an orig- 
inal plan for sifting the men in his company’s 
organization so that only consistent producers, 
canvassing on full-time, would be among the 
agents. After a thorough trial, the plan was 
found so effective that on January 1, 1924, it 
was put into operation in each of the com- 
pany’s branch offices throughout the United 
States. EE. G. McCormack, general manager 
of the Reliance Life, thinks very highly of 
the system and recently placed full details of 
the plan in the hands of THE SpecTATOR as a 
means of bringing it before those who might 
be interested in this phase of company man- 
agement. Mr. Burnett, now supervisor of the 
Western Pennsylvania department of the com- 
pany, and the man who, as its originator, is 
best fitted to discuss the ramifications of the 
scheme, furnished the explanation of its work- 
ings in that division, upon which the follow- 
ing paragraphs are based: 

From September 1, 1922, 
1923, the Reliance Life had an average of 128 
agency contracts in force in the Western Penn- 
sylvania department. During this twelve 
months’ period the agents produced $8,968,000 
of life insurance, an average of $747,000 per 
month, or $6000 per month for each salesman. 

On September 1, 1923, the company started 
issuing a weekly bulletin—“Who’s Who.” This 
bulletin now shows: 

First, number of weeks each salesman has 
produced this year. 

Second, the volume of written and exam- 
ined business produced by each salesman dur- 
counting term insur- 


to September 1, 





ing the current week 
ance and special non-participating at one-half 
its face value and salesmen arranged according 
to total volume produced, placing the leader 
at the top of the list, etc. 

Third, the salesman who failed to get a case 
written and examined during the week has this 
symbol (1-*) opposite his name. If non-pro- 
ductive for two weeks this symbol (2-*), etc., 
with the understanding that eight consecutive 
weeks non-productive automatically eliminates 
the contract. 

Fourth, the “paid” section shows the actual 
volume of business paid for the year to date 
by each salesman, counting term insurance and 
special non-participating at half its face value, 
also counting quarterly cases and semi-annuals 
pro rata. The salesmen are also arranged ac- 
cording to volume. 

Fifth, in the paid section this symbol (A*) 
is placed in front of the name of the first 
salesman to qualify for the executive staff 
($100,000 Club) honors. The second man to 
qualify gets this symbol (B*) ; the third (C**), 


etc. This is carried forward on each report 


for the entire year showing the order in which 
the salesman qualified. 

Sixth, the name of each salesman who has 
qualified for the Convention is underscored. 

In other words, on September 1, 1923, the 
company laid the cards on the table face up so 
each man could see his picture, as the home 
office officials see him, and see his relative 
standing among his co-workers, thereby creat- 
ing a competitive spirit of friendly rivalry 
among the salesmen. Naturally, there were a 
few objections to these reports for a short 
while, ‘but today nearly every man likes the 
idea and would feel lost without the reports. 

Now, remember, these reports were started 
about September 1, 1923. The pressure was 
then gently applied to either get into the work 
in earnest and permit the agents to co-operate 
fully, or resign and get out of the way of the 
salesmen who are working. By November 1, 
1923, seventy agency contracts had been elim- 
inated, leaving only fifty-eight contracts in 
force, but they were active contracts, with well- 
selected and well-trained life insurance sales- 
The company then again started build- 


men. 
ing slowly, adding on a few well-selected sales- 
men and on May ist there were sixty-six 


agency contracts in force. 

It has now been six months since this plan 
was fully in operation, long enough to gain 
a fair idea of the results to be obtained by 
concentration with full-time salesmen. Not a 
single month since the have agents 
produced less than $1,000,000. month 
(April) was the leader, with $2,253,000, and 
only two previous months in the past two years 
had the agents gone to the $1,000,000 line. 


change 
The past 


Here is the comparative record on a Written 


basis for six months before and six afte 
“house cleaning” : 
Befo re After 

Total Volume (6 mos). $4,484,000 $7,668,009 
Average Volume per 

month aA aee tir eree 747,000 1,278,099 
Average Volume per 

month per man..... 6,000 20,000 
Total number ap- 

DHCATIONS: <.ceeis-esis-es 1,071 1,453 
Average number appli- i 

cations per man.... 8 2 


It is also interesting to note that in April 
with sixty-six contracts in force, the agents 
did $2,253,000, an average of $34,000 per man, 
and that every man in the agency produced, 

It is not only interesting, but remarkable 
that for the first six months under the ney 
system the agents are averaging $240,000 per 
man annually. These figures do not include 
the accident and health additions produced by 
these men, which show an increase in approxi- 
mately the same proportion as the life sales, 

The paid business shows up even better than 
the written. The increase the first four months 
of 1924 is 118 per cent more than the similar 
period of 1923, due to the fact that only high 
type professional life insurance salesmen are 
working, men who are writing an_ excellent 
quality of business; who are making money 
and who, therefore, pay all nets promptly. 

This can only result in a lower lapse ratio, 
which spells success and progress both to the 
salesmen and to the company, as well as bet- 
ter service and lower net cost to the policy- 
holders. 

The conclusions drawn by the Western Penn- 
the Reliance Life, 


sylvania department of 
experience, are that 


based on the foregoing 
these ‘“‘Who’s Who” weekly reports are a use- 
ful addition to the management of life insur- 
ance salesmen and that part-time contracts, 
for this company at least, are not profitable. 
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6. Entering Wedges 


Solomon Weeks made up his mind that 
he would sell some insurance to a prosper- 
ous business man named Richards. But 
while he was thinking about how to pro- 
ceed the Richards home burned to the ground, 
and Solomon concluded that it would be well 
to postpone the interview until Richards got 
over the shock, and ceased to worry about 
his loss. So he did nothing, and Ben Strong, 
the agent of another company, got the busi- 
ness. This was because he saw that this 
fire loss provided an excellent entering wedge. 
At first Richards said he couldn’t afford to 
take any insurance at that time because he 
had sustained so heavy a loss. But Strong 
said, “‘You are alive and well, have a good 
income, and will soon be able to buy a new 
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home. But if you die without life insurance 
the loss will be irreparable, and the loss 
will not fall on you, who are strong, but on 
a weak woman.” So Richards saw a great 
light and invested in a Life Income policy 
providing a monthly income of $200 for the 
support of his family. 

An inappropriate entering wedge is worse 
than useless. Ann appropriate entering wedge 
is always useful if promptly followed up. 

Samuel Irving was the proprietor of a big 
retail store that was doing a smashing bus- 
ness, and agent Slope assumed that Irving 
had saved a lot of money. So he secured 
an interview by offering to tell him what he 
ought to do with his surplus funds. 

Irving said he was interested, but soo? 
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got rid of Slope, explaining that he couldn’t 
invest in life insurance at that time because 
all his money was employed in other ways. 

Soon after that another agent, named 
Grant, got at the actual facts. He found 
that although Irving was doing a big busi- 
ness he was short of cash, was in danger of 
actual failure because sales were slow, and 
had stretched his credit almost to the break- 
ing point. 

So Agent Grant got the vice-president of 
the First National Bank to give him a card 
of introduction to Irving, and as soon as he 
was seated in Irving’s office he said, ‘You 
have good credit I know, and you are doing 
a very prosperous business, as every one can 
see. But nothing succeeds like success, and 
at such a time as this any plan that will 
enable you to extend your credit will enable 
you to extend your operations.” 

All this was complimentary and seemed 
to indicate that Grant did not know that 
Irving was hard pressed. But when Grant 
said, “‘Let me show you how you can accom- 
plish this by means of life insurance,’’ Irving’s 
face fell, and he said he couldn't afford to 
insure even for a small amount. 

Then Grant explained how the banks 
with which Irving dealt would be willing 
to renew his outstanding notes and lend him 
new money if he would pledge with them 
enough insurance to protect their advances. 

So Irving took several good-sized policies, 
obtained the cash he needed, gained time 
for working off the stock on his shelves, 
bridged over the period of danger, made 
money, and got his policies free and clear 


back from the banks. 


Some Things to Know About Life Insur- 
ance and Taxation 

(Continued from page 13) 
ent owner of the estate, or holds the policy 
by an absolute assignment, and in both cases 
paying the premiums. Under the Federal law 
and regulations where insurance has not been 
taken out by the decedent, or where there is 
an absolute assignment, none of the proceeds 
when paid are considered to be part of the 
The payment of premiums 
by the beneficiary or assignee is an important 
factor in determining this question. 


decedent’s estate. 


CorPORATION INSURANCE 

Corporation insurance contains about the 
most convincing economic argument that can 
be made to any business man. It will 

1. Indemnify company for loss of services. 

2. Provide the highest grade security for 
credit. 

3. Sustain a fair value for decedent’s stock 
holdings. 

4. Provide a fund for purchase of decedent's 
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stock holdings when otherwise liquidation might 
result. 

5. Preserve control in possession of sur- 
vivors of present management. 

If none of these persuasions prevail, there 
is still a tax point to be scored. Ask your 
prospect if he is interested in a tax free se- 
curity. He may answer that he already has 
municipal and state bonds, but these are sub- 
ject to inheritance tax and are not exempt, 
although they are called so. Corporation in- 
surance is not only exempt from income tax, 
but inheritance tax as well, and is thus the 
most unique security in the United States. 
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ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- . 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,750,000. In- 
surance in force $111,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 





AGENCY DEPARTMENT ; 











Trusts 

No study on the subject of tax saving is 
complete unless it includes insurance trusts, a 
subject which has been so widely advertised 
and discussed during the present year. These 
are of two kinds, which may be briefly de- 
scribed as, “funded insurance trusts” and “de- 
cedents’ insurance trusts.” 

As it seems certain that Congress will tax 
income to the donor from funded insurance 
trusts, and thus remove the principal tax sav- 
ing therefrom, it would seem to be a waste of 
time to discuss this plan in detail. 

Decedents’ insurance trusts do not become 
operative until after the death of the insured 
and are quite similar to trust agreements, such 
as many companies incorporate as beneficiary 
clauses in their policies. That is to say, the in- 
sured provides that the proceeds at death shall 
be paid to a bank or trust company, which 
agrees with the insured to administer the trust 
in conformity to an executed agreement. Such 
a trust is more flexible in operation than the 
guaranteed payments of income by a life in- 
surance company, and it is also thought that 
it will yield a larger income. As to flexibility 
there can be no doubt, because the fund is 
segregated, absorbs its own profits, and takes 
its own losses. If flexibility is desired in the 
trust, this method should be chosen; but great 
caution should be exercised if the promise of 
a larger income to the beneficiary enters the 
calculation. When it is considered that from 
gross interest will be deducted commissions 
and expenses of the trustee, and income tax, 
it is somewhat doubtful that the net yield over 
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Head Office, Waterloo, Ontario. S. C. Tweed, President. 
a period of years will equal the income tax- following comprises the principal premium de- 
exempt payments on trust funds now made ductions allowed as a business expense by the 
by insurance companies. Moreover, they Regulations and Rulings thereon: 
guarantee principal as well as minimum inter- 1. Group insurance. 
est income, and thus insure insurance, which 2. Individual policies on life of officer or 
no bank or trust company can lawfully do. employee, where the taxpayer is not a_bene- 


Premium deduction is a serious topic. Too ficiary. The insured in this case ought to in- 
much misinformation has been disseminated clude the premium paid in his income. 
about it. Because it is the most potent sales 3. Partnership insurance where a partner of 
weapon of the insurance salesman, it is natural special ability is compelled to insure and pro- 
for him to embellish the rules and regulations ceeds are not to be used for satisfaction of a 
with his own imagination. I fear that many financial obligation. 


policyholders will be disillusioned in future 4. Debtor-creditor insurance where creditor 
about the promises made to them as an induce- is compelled to pay premiums to protect col- 
ment for taking insurance. Therefore, no lateral. 

statement except of a most conservative nature 5. Premiums paid on charitable gift insur- 


ought to be made at a session like this. The ance. 











most successful in operation. 
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A Notable Centenary 


[From Our Lonpon CorrEsPoNDENT] 


Held in universal esteem, the famous Cleri- 
cal, Medical and General Life Assurance So- 
ciety, which, founded in 1824, has just com- 
pleted its first century, occupies a unique posi- 
tion, for the reason that it was established 
with a view to affording facilities for the 
assurance of under-average lives—and so suc- 
cessful has it proved that it long since took 
its place as one of the finest exponents of life 
assurance among British offices. A recent ad- 
vertisement gives in condensed form some of 
its salient features, and runs as follows: Per- 
sons whose lives have been rejected by other 
companies will be interested to know that the 
Clerical, Medical and General Life Assurance 
Society was the first Assurance Society to en- 
able invalid or under-average lives to share 
in the benefits of life assurance. The Society’s 
special bonus system is devised to give in- 
creased bonus benefits to those who pay en- 
hanced premiums, and should the life be pro- 
longed beyond the estimate, to ameliorate and 
ultimately to nullify the original surcharge. 
At the roth division of profits as at 30th June, 
1921, the pre-war bonus, and pre-war valua- 
tion at 214 per cent, were maintained in full. 
The Society has never passed a bonus. 


ORIGIN OF THE SOCIETY 

In commemoration of the centenary, a goodly 
volume has been prepared by the Society’s 
General Manager and Actuary, A. D. Besant. 
F. I. A., in which he traces with great skill the 
origin, growth, and later remarkable develop- 
ment of the undertaking. Space will not per- 
mit of touching upon more than a few of the 
interesting facts, historical and otherwise 
placed on record, but some which are of special 
interest are mentioned below. 

The Society, which has always been closely 
associated with the medical profession, was at 
first known as the Medical, Clerical and Gen- 
eral Life Assurance Society. It is recorded 
that early in the spring of 1824 Dr. George 
Pinckard, a physician residing in Bloomsbury 
Square, gathered together a committee, con- 
sisting mostly of medical and clerical gentle- 
men, and issued a prospectus “for the estab- 
lishment of a new assurance office with im- 
proved arrangements.” Among other provi- 
sions of the draft prospectus was one that not 
less than half the number of directors, which 
was placed at eighteen, would be members of 
the medical profession. It is added that “the 
attendance of such a body of eminent medical 
practitioners, on every occasion of granting an 
assurance, will afford the most effectual means 
of ascertaining the actual state of health of 
the assured, and will form a distinguishing 
safeguard which, it is presumed, will greatly 
conduce to the permanent prosperity of this 


Society.” 


INstRUCTIONS TO AGENTS 
By the autumn of 1824, the Society was well 
launched and actively engaged in the quest for 
were employed, and 


business. “Travelers” 


among the instructions issued to them the fol- 
lowing are of considerable interest, and would 
not be inappropriate even at the present day: 
(1) On arriving at each town, endeavor to 
obtain a list of the clergy and medical men 
residing therein, and form a street list for 
your own convenience; (2) make a round of 
two or three hours very early each morning, 
in order to see those gentlemen whose occu- 
pations take them early from home; (3) where 
you cannot obtain an interview at your first 
visit, have a copy of the prospectus, and a card 
for each gentleman, and call again; (4) make 
it your business to see every clergyman and 
medical man, and such other persons as may be 
likely to become subscribers; (5) make a sec- 
ond round in the middle of the day among 
those gentlemen whose business may not lead 
them early from home; (6) call in the after- 
noon or evening upon such gentlemen as you 
may with propriety wait on at that time of 
day; (7) send prospectuses to the clergy and 
medical men, residing in the villages, near to 
the towns you visit—provided you cannot per- 
sonally wait on them; (8) keep a detailed and 
regular journal of your proceedings, to be laid 
before the board of directors on your return; 
(9) write to the Resident-Secretary the sub- 
stance of the said journal every third day or 
oftener if necessary; (10) enter the name of 
every person you shall wait on, and place his 
answer in the appropriate column of the jour- 
nal. A further instruction is to consult with 
the gentlemen who appear to favor the So- 
ciety, respecting a proper person to be ap- 
pointed agent; and another is to inform each 
of the agents that he will be required to be 
a holder of not less than ten shares, or, to effect 
an insurance upon his own life (if insurable) 
to the amount of at least £500. 


Earty DIFFICULTIES 

The early struggles of the Society, and the 
problems which from time to time were en- 
countered and successfully solved are recorded. 
It is recounted that “the task of fixing extra 
premiums in the case of persons ‘deviating 
from the common standard of health’ proved 
to be extremely perplexing in practice. There 
could not have been in 1824 any statistics 
available for measuring the rates of mortality 
likely to be experienced in such cases, and 
the Medical Directors necessarily had to rely 
mainly upon their professional acumen and 
judgment when assessing the additional pre- 
miums to be imposed. They made it their 
almost invariable rule that each candidate for 
assurance should be required to appear at the 
office for examination. They also insisted that 
candidates should furnish reports from the 
usual medical attendant and from a_ private 
friend.” 

Asthma and gout were the diseases most 
commonly mentioned in the early days, the ad- 
dition charged for the former being generally 
about 15 per cent of the annual premiums, but 
in some cases a much higher extra was im- 
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As regards gout, the bulk of the ad- 
ditions charged varied from 10 per cent to 25 
per cent, or 30 per cent of the annual pre- 
miums—but, it is assumed that a century ago 
the word “gout” must have been used to cover 
a multitude of ailments, personal and heredi- 
tary. An interesting case is mentioned of a 
clergyman who, as an Eton schoolboy had 
suffered from gout in 1815, and who survived 
until 1891 and died at the age of 92. 


posed. 


Portcres Lone 1n Force 

Instances of policies of remarkable dura- 
tion are given, as witness the following inter- 
paragraph: “Several policies were 
granted upon the life of the Princess—after- 
wards Queen—Victoria, in connection with the 
West Country practice of granting leases on 
lives instead of for a term of years. A small 
addition was usually made to the normal 
premium in lieu of medical examination. A 
policy of this type was submitted in 1824 on 
the life of Miss E. M. Hubbard, but was 
postponed as the child was then under seven 
years of age. As soon as she had reached her 
seventh birthday, the application was renewed 
and the case was accepted. ... She was a 
policyholder for over 75 years. Even this 
record was surpassed by the case of Caroline, 
Princess of Cambridge, afterwards the Duchess 
of Mecklenburg-Strelitz. When she died in 
December, 1916, at the venerable age of 95, 
her policy had been in force for over 83 


, 


esting 


years,’ 
VALUATION ON 214 Per CENT Basis 

As far back as 1891, the valuation was 
made on the basis of 2% per cent interest, 
instead of upon the 3 per cent basis which 
had been used since the foundation of the 
Society. In 1806, the main valuation basis 
remained unchanged, but a bonus reserve fund 
was created, and in 1go1 this fund was sub- 
stantially increased. The bonus reserve fund 
was greatly increased in 1906 and also in 19IT. 
In 1916 and again in 1921—the two bonus dis-' 
tributors covering the war period—the 2'%4 
per cent valuation basis was maintained in- 
tact, but a portion of the large accumulated 
reserve funds was released and divided among 
the policyholders. 

In 1892, under the old system, cash bonuses 
were uniform, and, as a policyholder grew 
older, each successive cash bonus purchased a 
smaller and smaller amount of reversionary 
bonus. Under the new system, the propor- 
tion of the surplus allotted increases with the 
duration of the policy, and results in a gradu- 
ally increasing allotment of revetsionary 
bonuses. A table is given illustrating the rela- 
tive scales of reversionary bonuses granted at 
successive declarations of profits since the 
foundation of the Society, in the case of poli- 
cies five, twenty-five and fifty years in force, 
effected on a life aged 30 at entry, at an an- 
nual premium of £25. This shows that where- 
as a policy five years in force received £08 :1:0 
in 1892, and £92:2:0 in 1921, a policy fifty 
years in force received £57:15:0 at the earlier 
date and £128:7:0 at the latest distribution of 


profits. 
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PLAN LOS ANGELES 
MEETING 





Program Calls for Half-Day Sessions 


TOPIC FOR EACH DAY 





Dr. S. S. Huebner to Address Tuesday 
Meeting—Income Insurance to Be 
Discussed Wednesday 

The program for the thirty-fifth annual con- 
vention of the National Association of Life 
Underwriters, which will be held at Los Ange- 
les, July 22 to 25, inclusive, has been largely 
‘developed. Sessions will be held only in the 
morning, thus giving the delegates plenty of 
‘opportunity for sight-seeing without inter- 
rupting their work. 

The Tuesday morning session will be in 
charge of W. G. Farrell, of Los Angeles, and 
will be featured by the opening address of 
President Graham C. Wells and an address 
by Dr. S. S. Huebner, of the Wharton School 
of Finance, on “Human Value vs. Property 
Value in Life Insurance.” The remainder of 
the session will be devoted to a discussion of 
business insurance. 

Life income insurance will be featured 
Wednesday under the leadership of B. F. 
Shapro, of San Francisco. Actual cases will 
be discussed and in that connection a model 
agency meeting will be conducted, thus doub- 
ling up on the value of the session. 

Winston Russell, vice-president of the Phoe- 
nix Life, of Hartford, will lead a Wednesday 
evening session on agency building. The gen- 
eral topic will be “Developing Supervision of 
Agents.” A number of sub-topics will also be 
discussed. 

Thursday morning will be a salesmanship 
session and the discussion of the general sub- 
ject “Planning the Interview” will be under 
the leadership of John Henry Russeli, of Los 
Angeles. 

Estate settlement insurance will be treated 
Friday morning, the session being in charge 
of Franklin W. Ganse, of Boston, an authority 
on the subject. Several demonstrations will 
be offered in connection with the discussion. 

Entertainment will be provided Tuesday 
night by the Los Angeles Association and the 
annual banquet will be held Thursday eve- 
ning. Arrangements for speakers are being 
made. 


A Life Insurance Editorial 

“That the rank and file of Americans are not 
the happy-go-lucky prodigals they sometimes 
are pictured, appears from the announcement 
that during the year 1923 they purchased life 
insurance policies having a total face value of 
more than eleven billion dollars and are now 
carrying approximately five times that amount 
in such protection,” declares The Atlanta 
Journal, commenting editorially on the life 
insurance proposition. The editorial states: 

The increase in the number of policyholders 
is one of the highly significant omens in 
America’s recent economic history. Multitudes 


of wage-earners who once were without pro- 
tection against the vicissitudes certain to come 
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to their families and to themselves, are now Phoenix Mutual Life Issues Novel Budget JE! 
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women are building assets of this nature for antteed © a a ” 
themselves and their home interests, bears wit- ee Sn a a ae ne will 
ness to the provident trend of their thought. ness of Running a Home,” it presents a thor- con 
Moreover, insurance plays a noble part in oughly practical twelve-month budget system wil 
making possible many philanthropies. A beau-  _ OTE A Pe ay 9 f kine 
tiful custom is growing up by which the friends @PP'CAP?€ To Families 0 bila ey ae oF , 
of education, or science, or art, or of religious persons, having incomes ranging from $150 and 
and charitable interests provide life insurance to $400 monthly. Its unique merits of On 
policies payable to an institution or a cause superiority over the many former home ac- tion 
particularly close to their hearts. Thus do aaabers re aie tate & a 
taciv: wogica: lave adios <e'! counting methods commendec this form of ‘ 
cherre ceeee eeee  ee home budget to the Phoenix Mutual as an un- at t 
What E. A. Woods Says derlying sales promotion force of real pull- be 
In reference to William Alexanders new  ing-power because of its vital appeal to every gan 
book, “One Hundred Ways of Canvassing for average enterprising man of family. The com- ot 
Life Insurance, Edward A. Woods of Pitts- pany has, therefore, secured national exclusive 7 
burch says: use of this budget, which it terms “the finest the 
“Tt is a most interesting and valu- method for the analysis and records of expendi- the 
able mine for one wishing to improve.” tures that we have ever observed.” tem 
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THE POLICY§CTS | 


ROYAL UNION LIFESU 


Are Essentially The Force Behind The Compagressiv 


1. GUARANTEED PREMIUM REDUCTION INDOWM 
Guaranteed Coupons, 20 Payment Life Policy—If coupons are left to accumulate at inffonly insu 

may be surrendered for paid up participating policy at end of 13 to 14 years; or, guarantes§ Both pé 

more at end of 20 years than total premiums paid. May be surrendered for participating pa 

life or endowment policy, or life annuity. (ERM IN: 


2. ORDINARY LIFE COUPON (O. G. S.) 0-15 or 20° 
Last word in thrift and savings coupled with life insurance. By coupons may be made a pfdowment ) 

policy in 11 to 22 years, or endowment in 25 years. In event of death gives protection at of 

life rates and returns coupons at compound interest. IMONTHL 


3. ANNUAL INCOME CONTRACT peerage 
Guarantees the beneficiary in event of insured’s death before 65, $1000 annually for 20 reff you tiles 
then a lump sum of $10,000, making $30,000 in all; or when insured reaches 65 pays $1,000 am 
as long as he lives, (guaranteed for 20 years). 
- 5 ious GUARAN 
4. ENDOWMENT AT AGE 60, 65 OR 70 ual divide 
An excellent policy for men of all ages, and especially attractive to the young and middegjpm expen 
Insurance at low cost and matures at a proper age. On both Continuous Premium and? 
ment plans. Participating and Non-participating. ELECT 
5. SINGLE PREMIUM ENDOWMENTS 
Paid for with one payment, no lapses on this one. Maturity dates in 10 to 30 years. ( lives only 
insured advantage of survivorship. Participating. 
6. CONTINUOUS PREMIUM ENDOWMENT AGE 85 
Straight long term endowment, next to Whole Life—Matures at age 85 for face amount. 
cost. Both participating and non-participating. 
7. LIMITED PAY ENDOWMENT AGE 85 
Benefits of the continuous premium but paid up in 10, 15 or 20 years. Both participating 
non-participating. 


Ordinary 


JUVENIL 







licy that 
or emplo 


DES M@®, IC 


Paid to Policyholders—Over $16,000,000.00 
Insurance in Force—Over $112,000,000.00 
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JEFFERSON STANDARD LIFE TO HOLD 
CONVENTION 
New Home Office Building to Be Dedicated 
as Part of Program 

Two hundred agents of the Jefferson Stand- 
ard Life Insurance Company, Greensboro, 
will meet in that city for their annual agency 
convention on May 13. The sessions, which 
will last three days, will be the first of their 
kind ever held by the company in Greensboro 
and an elaborate program has been arranged. 
One of the feature events will be the dedica- 
tion of the new home office building and T. S. 
Franklin of Charlotte is to deliver an address 
at these exercises. A dinner and barbeque will 
be given at the Jefferson Club and _ baseball 
games are to be played for the entertainment 
of the visitors. 

The Jefferson Standard recently completed 
the largest month’s business in the history of 
the company with the single exception of Sep- 


tember, 1920. A total of $10,088,900 worth of 


life insurance was sold and delivered during 
the period and the credit, according to Charles 
W. Gold, treasurer of the cympany, belongs to 
the work of the agencies. A contest between 
the Jefferson Standard men m ‘fexas and North 
Carolina resulted in a victory for the home 
State by a close margin, the two States to- 
gether turning in over $6,500,000 worth of busi- 
ness in the month. 


Old Time Insurance Verse 

The following paragraph is taken from an 
Insurance Journal of sixty years ago: 

An English paper states that the following 
lines were inscribed about the year 1777 over 
the door of one of the earliest established in- 
surance offices: 

“Come all you jolly Britons who love your 
blooming wives, 

Insure large sums on your precarious lives; 
So that your widows may be rich when you 

yourselves are rotten 

And they may live in happiness when you 

are quite forgotten.” 








eee 
LICYACTS OF THE 


PFESURANCE COMPANY 


Compagressive And Successful Agency Organization 


uaranters 
ipating p:k 
fERM INSURANCE 
0-15 or 20 year term protection with privilege of converting to more substantial forms of life 
madea pfdowment insurance. 
ion “| 


or 20 year 
1,000 an: 


d middle 
n and 2% 
ELECT RISK 


Ordinary and 20 Payment Life form. 


{NDOWMENT INSURANCE 
late at ing only insurance but endowment to the insured himself at end of a definite number of years, } 
Both participating and non-participating. 


MONTHLY INCOME 

jth Ordinary and 20 Payment. 
‘as payee shall live. 
you intended it. 


Not subject to bad investment. 


GUARANTEED ALLOTMENT 
ual dividend with guaranteed coupons on Ordinary and 20 Pay forms. 
m expended. 


years, ( lives only—a winner for the agent. 


Lmount. 








JUVENILE POLICY OR CHILD’S ENDOWMENT 


vides an educational fund for children ready for use in 10, 15 or 20 years. 


BUSINESS INSURANCE 
ingolicy that furnishes mutual protection for partners in business or that will insure an important 
or employee in favor of a corporation or business. 


» IOWA 


¢njoy both thrift and protection. 


Guarantees monthly income for 20 years and as long there- 
Guarantees that the proceeds of your life insurance shall go to those for 


The low cost premium down to bed rock, issued on 


A. C. TUCKER, President. 
WM. KOCH, Vice President. 


Good returns for 
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BUY INTERNATIONAL 
STOCK 


Standard of St. Louis Stockholders 
Get 11,000 Shares 





J. R. PAISLEY ELECTED PRESIDENT 





Deal Involving One and a Quarter Million 
Dollars Brings Companies Under Same 
Controlling Management—Will 
Be Operated Separately 


St. Louis, Mo., May 12.—It was announced 
Friday that a group of stockholders of the 
Standard Life Insurance Company, of St. 
Louis, has purchased 11,000 shares in the In- 
ternational Life Insurance Co., St. Louis, con- 
solidating the control of two of the largest 
insurance companies west of the Mississippi 
River. 

The two companies, however, will be oper- 
ated separately, but under substantially the 
same management. 

J. R. Paisley, president of the Standard Life 
Insurance Company, was elected president of 
the International Life Company at a meeting 
of the directors following the acquisition of 
the controlling’ shares and W. K. Whittield, 
vice-president and general manager of the 
Standard, was elected vice-president of the In- 
ternational Life, to succeed J. L. Babler, who 
is retiring. David W. Hill, attorney, also was 
named as a vice-president. 

Massey Wilson, former president of the In- 
ternational company, was made chairman of 
the board of directors. No other changes are 
contemplated. 

More than $1,000,000 was involved in the 
stock transaction. Of the 11,000 shares pur- 
chased, 10,000 were owned by Messrs. Babler 
and Wilson in equal parts. The stock is said 
to have sold for $112.50 a share. 

In a statement made in connection with the 
deal, J. R. Paisley said it was the present plan 
to operate the companies upon a basis to give 
policyholders and those interested the greatest 
possible service. Mr. Babler declared that he 
was disposing of a portion of his holdings in 
the International on account of the large 
amount required for his other interests. 

The Standard Life last year received pre- 
miums to the amount of $1,513,808, had a total 
income of $5,569,650, and paid $579,492 to 
policyholders. It had in force as of December 
31, 1923, 45,837 policies for a total of $76,- 
112,192 of insurance. The company had as- 
sets as of the same date amounting to $8,- 
210,933 and a surplus to policyholders of $933,- 
638. The company is technically domiciled in 
in Decatur, Ill., but has its executive offices 
in St. Louis. It is an outgrowth of the old 
Protective League Life, of Illinois, and as- 
sumed its present name in 1918. Most of the 
progress of the company has been brought 
about during the administration of J. R. 
Paisley as president. He has been connected 
with the company since 1897. 

The International Life ended the year 1923 
with a premium income of $5,167,270, and a 
total income of $6,838,814. Its total payments 
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Provident Mutual '| Mutual Trust Life Insurance Co. 
Life Insurance Company 


Insurance in Force (Dec. 31, 1923)... . $88,442,000. 00 




















| 
of Philadelphia | Total Admitted Assets.............. 10,941,045 ..07 
PENNSYLVANIA | 
FOUNDED 1865 Poticy Meeetves.....n.ci cc isco evades 9,439,248 .00 
, | Dividends left on Deposit (drawing 5% 
Over forty per cent of the new business of the son garth as ar asmecd Sikes 226,337 .68 
Provident Mutual is upon the lives of old policy- | Other Liabilities.......... ps ais 192,804.53 
holders who not only evidence their satisfaction by Surplus Assigned eee $432,944 32 
. . . : ; Unassigned... $649,710.54 
insuring their own lives, but by recommending the | pace ak 1.082.654. 86 
Company to their friends. | : 
$10,941,045 .07 
specially valuable > agents > Provide ° ° ° . 
Especially valuable tot he agents of the Provident | For attractive agency openings in our growing 
Mutual is the active good will of these whose | organization, Address: Home Office, Chicago 
Old Age Endowments have matured. Temple Bldg., 77 W. Washington St., 


Chicago, Illinois. 

















The 


United States Life Insurance | Dacwile “‘Teatny Qpen te 
Company ie 
In the City of New York General Agencies In Arkansas, 


Organized 1850. Non-Participating Policies Minnesota and Western Kansas 


Only. Over 70 Years of Service to 
Policyholders 


Good Territory for personal producers, under | Central States Life 
direct contract. Insurance Co. 

HOME OFFICE | St. Louis, Mo. 

105-107 Fifth Avenue New York City 

















How to Build Business 


By William T. Nash, Originator of the Monthly Income Policy 


H°* many books on salesmanship have you read? - You know 
the contents of the average book of this type. Theories, 
theories and then more theories. Here is a new departure. Here 
is a compilation of 33 stories showing just what Life Insurance means 
to those in every walk of life. Here is a book that SELLS LIFE 
INSURANCE. 

Order Your Copy Now 


Price, Flexible Binding, $6. Edition De Luxe, Genuine Leather Binding, $10. 


THE SPECTATOR COMPANY 
Chicago New York 
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IN PRESS 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 


Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 














to policyholders during that year amounted to 
As of December 31, 1923, it had 
64,089 policies in force for a total of $162,3009,- 


$1,995,552. 


Its assets at that date were 
policyholders 


gco of insurance. 
$23,103,188 and its surplus to 
amounted to $1,853,806. 

President Paisley, in commenting upon the 
gains made by the Standard Life during the 
year ending March 31, 1924, says: 

The business-writing force of the company 
shows a gain in number of producing agents 
ot 75 per cent. The business on the books 
shows a net gain during the year of over 
$36,000,000, or 85 per cent; the ledger assets 
of the company increased 110 per cent, and 
the gross assets 125 per cent; while business 
actually produced in March, 1924, as com- 
pared with that produced in the same month 
last year shows an increase of 75 per cent, 
notwithstanding that last year in March special 
prizes were offered to agents for production 
and none were offered this year. 

President Paisley states that, in his opin- 
ion, this year will mark one of the greatest 
developments ever experienced by the Ameri- 
can life companies. He says: 

It will not, from any considered angle, be 
growth of a mushroom character. The war- 
time days when the life insurance agent was 
only called upon to accept orders for insur- 
ance are entirely of the past. 

The men who will be successful in life in- 
surance this year and the companies which 
will show the greatest gains are the men who 
actually sell the insurance they deliver and 
the companies who follow up such deliveries 
with genuine service. The companies generally 
are prospering this year beyond their expecta- 
tions. Our own company leads the Missouri 
field, we think, in large percentages of increase 
during this last year, and particularly in new 
business and agency growth, but all are pros- 
pering. 

In fact, we think business, generally is tak- 
ing a marked turn for the better. A_ signifi- 
cant fact is the demand for investment money. 
When people seek investments, times are not 
very hard. We cannot begin to meet the calls 
made upon our Loan department. Generally, 
our loans outstanding are being promptly met 
at maturitv. We have had very few requests 
for extensions. That’s a mightv good s‘gn. 

The Standard Life has been licensed to trans- 
act business in the states of Arkansas, Ala- 
bama, and Texas. The new State Managers 
are, Arkansas, G. H. Dale; Alabama, A. W. 
Whitten: and Texas, H. A. Wittliff. Branch 
offices have been opened in the three states in 
charge of the managers named. Other States 
will be entered later in the year. 
Philadelphia Association Elects Paul Loder 

President 

Paul Loder, manager of the home office 
agency of the Provident Mutual Life Insur- 
ance Company of Philadelphia, was elected 
president of the Philadelphia Association of 
Life Underwriters at the annual meeting held 
last week. Previous to his fifteen years of 
association with the Provident Mutual, Mr. 
Loder was six years with the Fidelity Mutual 
and six years with the Pennsylvania Mutual. 

Other men elected to office were: Vice- 
presidents: J. Renwick Montgomery, manager 
of the Phoenix Mutual; A. P. Shalet, super- 
intendent of agents, Mutual Life of New York, 
and H. M. Taylor, general agent of the North- 
Mutual. Henry 


Executive Board: 
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Stephen M. Babbit 
President 


HUTCHINSON KANSAS 




















Bray, Massachusetts Mutual; George M. Can- 
nel, Pennsylvania Mutual; George M. Schil- 
ling, general agent, Union Central, and Ed- 
win R. White, general agent of the Connecti- 
Hugh Kemp of the 
Connecticut General. Treasurer : Elliott 
Glenn of the Mutual Benefit. Financial sec- 
retary: Joseph Staples, general agent, Pacific 
Mutual. 


cut General. Secretary: 


—General agents of the New England Mutual Life 
of Boston designated April as Presidents’ Month in 
honor of Daniel F. Appel. A gain of 62 per cent 


over April, 1923, resulted. 





ATTENTION 


One of the primary objects 
of this Company is to extend 
‘genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 
CHICAGO NATIONAL 
LIFE INSURANCE CO. 

202 So. State St. Suite 314-324 


Chicago, Illinois 
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INCREASE COMPENSATION RATES 


Wisconsin Board Acts to Protect Interests 
of Workers in Solvency of Companies 


Mapison, Wis., May 10.—Because insurance 
companies writing workmen’s compensation 
risks were losing money and some might ulti- 
mately have been threatened with insolvency, 
the Compensation Insurance Board recently 
authorized an increase of 15 per cent in rates, 
effective next Friday. This action by the board 
was taken upon the compiled figures of losses 
in Wisconsin. The insurance companies writ- 
ing workmen’s compensation business in the 
State of Wisconsin show an estimate of their 
necessary outstanding loss reserves for com- 
pensation business, country wide, according to 
the statements filed with the department, as of 
December 31, 1923, of $84,000,000, whereas the 
reserves resulting from earned premiums are 
only $55,000,000. Voluntary additional reserves 
of $19,000,000 are shown. In other words, the 
reserves they have set up for their outstanding 
losses are nearly $10,000,000 less than the actual 
valuation set by the companies. This inade- 
quacy in reserves is due to excessive losses. The 
view of the board has been that the laboring 
men, who are protected by this class on insur- 
ance, should not in case of accident be placed 
in jeopardy by the company in which their em- 
ployer was insured, becoming insolvent through 
a low insurance rate. Within the past few days 
the Compensation Insurance Board has tre- 
ceived a number of inquiries regarding the in- 
crease. Data compiled and presented to the 
board shows that the rates committee of the 
National Council on Compensation Insurance of 
New York has recommended for Wisconsin an 
increase in the present rates of 30.0 per cent 
for manufacturing risks subject to schedule 
rating and 18.9 per cent for non-schedule rated 
risks. The National Council is composed of 
representatives of stock and mutual insurance 
companies. Many of the employers and insur- 
ance companies operating in the State com- 
mend the move to keep the companies solvent. 


New Reciprocal Organized 

Cuicaco, Itt., May 7.—Another reciprocal 
insurance exchange has been organized in Chi- 
cago. It is the Fidelity Burglary Underwrit- 
ers, and the Brokers Insurance Agencies, Inc., 
is attorney-in-fact, with headquarters in the 
Webster building. The concern is backed by 
W. Roy Graham and A. A. Bastian, who are 
well known in insurance circles in Chicago, as 
having been the organizers and supporters of 
at least three reciprocals which are now out of 
business. These defunct concerns, it is dis- 
closed, operated for more than two years with- 
out ever having been licensed to do business 
in Illinois. It is known that this new recipro- 
cal has not yet been licensed, and W. Roy 
Graham states that the attorney-in-fact has not 
yet received a charter, but it is said to be ac- 
cepting policies of insurance on burglary risks. 





—The European Reassurance Company of Paris, 
as of June 30, 1928, shows assets of 31,035,766 
francs, a capital stock of 4,000,000 francs, and a 
profit and loss balance of 254,084 francs. 


OUR WASHINGTON LETTER 


S. S. Huebner to Head Insurance 
Traffic Committee 


A. W. WHITNEY HONORED 


Safety Conference Being Urganized by 
Secretary of Commerce Hoover 

WasHIncToNn, D. C., May 12.—Professor S. 
S. Huebner of the University of Pennsylvania, 
who in the past has several times assisted the 
Government in framing insurance measures, 
again has been called upon, this time for work 
of a semi-official nature, having been asked by 
Secretary of Commerce Hoover to head the 
insurance committee of the traffic safety con- 
ference. 

A. W. Whitney, of the National Bureau of 
Casualty and Surety Underwriters, has been 
appointed chairman of the committee on educa- 
tion, another important branch of the confer- 
ence. Other committee heads announced by the 
Secretary are: W. N. Steuart, director of the 
census, committee on statistics; F. A. Delano, 
Washington Federal City Committee, commit- 
tee on city planning and zoning, and G. F. Ket- 
tering, General Motors Research Corporation, 
committee on motor vehicles. 

Professor Huebner’s committee will have for 
its subjects of investigation motor vehicles, the 
selection of risks, the classification of risks by 
record, certification of titles, etc. This is con- 
sidered probably the most important of all the 
committees, since insurance ratings have been 
extensively developed and are based directly 
on traffic accidents in given localities; the re- 
sults attained by the proposed investigation are 
expected to be of decided assistance in arous- 
ing the country to the value of accident pre- 
vention. 

The committee on education, under Mr. 
Whitney, will first devote itself to outlining 
a program for training experts who will be able 
to carry information about prevention of traf- 
fic accidents into the home, the school, public 
gatherings, etc. This work will be nation-wide, 
and efforts will be made to enlist civic, busi- 
ness and women’s organizations, the boy and 
girl scouts, labor unions and other bodies. 

The activities of the conference as a whole 
will be administered by Col. A. B. Barber, of 
the United States Chamber of Commerce, who 
shortly will announce the heads of committees 
on control of traffic, motor licensing, construc- 
tion and highway engineering. 

The committee chairmen already appointed 
held a preliminary conference in Washington 
on May 10, at which they discussed the various 
phases of the work they are to be called upon 
to do, as well as the personnel of the com- 
mittees, which has not yet been completed. It 
is estimated by Secretary Hoover that from 
four to six months will be required for these 
investigations, which will make it possible for 
the conference to begin its work of national 
education probably in the fall. It is hoped that 
with the inauguration of this remedial treat- 
ment a situation of grave importance will be 
relieved. 
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E. A. COLLINS MADE ASSISTANT 
SECRETARY 


National Surety Promotes Direct Advertis. 
ing Manager—Advancement Well 
Merited 


Edward A. Collins, manager of direct aq. 
vertising for the National Surety Company, 
New York, and assistant to Vice-President 
John L. Mee, has been appointed assistant 
secretary of the organization. The promotion 
was announced following a meeting of the 
executive committee of the board and was not 
entirely unexpected, as it had long been known 
that Mr. Collins’ persistent success would not 
go unrewarded. 

THE SPECTATOR, in its issue of January 31, 
1924, printed an article, entitled “Who Js 
Edward A. Collins?” in which it gave a sum. 
mary of the experience and qualities that were 
winning prominence for this executive. Mr, 
Collins went to the National Surety for the pur- 
pose of organizing its direct-advertising de- 
partment about three years ago, after a career 
embracing much experience on Providence, 
R. I., and Hartford, Conn., newspapers. He 
applied this knowledge, plus constant study of 
insurance problems, to his efforts and his pres- 
ent promotion is everywhere recognized as an 
indication of deserved advancement. 





Great-West Life Issues Story of Its West- 
ern Convention 

The Great-West Life Assurance Company, 
Winnipeg, Canada, has just issued a_ booklet 
entitled “The Story of the Western Conven- 
tion” in which it commemorates a recent meet- 
ing of its Hundred Thousand Club, held at 
Victoria. One hundred Western representa- 
tives of the company attended this gathering, as 
well as many of the officials and executives of 
the organization. The convention, it will be 
recalled, was called to order on March 25 and 
continued for three days. 

The booklet was compiled as a souvenir of 
the meeting, and, besides many valuable articles 
written by members of the Great-West’s staff, 
is replete with photographs of past and present 
department heads as well as pictures ot those 
who made the trip to Victoria for the purpose 
of assuring the convention’s success. In addi- 
tion, it forms a record of the achievements of 
the company’s Hundred Thousand Club and 
of the individual producers who comprise its 
personnel. 


Zurich General’s Appointments 

The Zurich General Accident and Liability 
Insurance Company, through the Eastern de- 
partment of its United States office, has 
announced the following agency appointments: 
Walter J. Hardenbrook, Kendall, N. Y., and 
Albert Klein, New Haven, Conn. 

Agent Hardenbrook was designated through 
the Insurance Service Agency, the Zurich's 
general agents at Albion, N. Y., and will re- 
port his business from that office. Mr. Klein 
is a successful life insurance solicitor whose 
venture into the casualty fier will no doubt 
prove equally advantageous. 
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PITTSBURGH PROGRAM 
Philadelphia Federdation Makes Plans 


Announcement of some of the most inter- 
esting features of the Greater Business Suc- 
cess Convention of the Insurance Federation of 
Pennsylvania has just been made. 

The convention will be held at the William 
Penn Hotel, Pittsburgh, Tuesday and Wednes- 
day, May 20-21. On Tuesday morning, the 
reception and registration of members and 
guests will take place, followed by the call to 
order by A. E. McCloskey, Pittsburgh general 
chairman, and address of welcome by Mayor 
William A. Magee. The afternoon session will 
be devoted to a number of interesting talks 
by various insurance men. In the evening will 
follow more speeches and a number of dem- 
onstrations of fire prevention apparatus, to be 
succeeded by a dance in the Blue Room of the 
Hotel. 

The salient feature of Wednesday's session 
will be the annual banquet with President 
Donaldson as toastmaster. The addresses 
of the evening will be given by Senator Freder- 
ick A. Service of Pennsylvania and former 
Superintendent of Education Thomas E. Fin- 
negan. 

A special program of theatre parties and 
other features has been arranged to provide 
amusement for the ladies while the members 


are in session. 


Albany Legislation 

ALBANY, May 14.—The last bills amending 
the insurance law and the workmen’s compen- 
sation law, which were included among the 
thirty-day measures, were the following: 

Assemblyman Westbrook’s, amending  sec- 
tion 3, workmen’s compensation law, by extend- 
ing the law so as to cover any employment by 
the State. 

Senator Fearon’s amending section 109, in- 
surance law, by providing as follows: 

“No liability policy shall be issued or delivered 
in this State on or after July 1, 1924, to the 
owner of a motor vehicle, by any corporation 
or other insurer authorized to do business in 
this State, unless there shall be contained with- 
in such policy a provision, insuring such owner 
against liability for damages for death or in- 
juries to person or property resulting from 
negligence in the operation of such motor ve- 
hicle, in the business of such owner or other- 
wise, by any person legally using or operating 
the same with the permission, express or im- 
plied, of such owner.” 

Among the bills left to die in the Gov- 
ernor’s omnibus-veto list was one of Assem- 
blyman Hutchinson, to provide for the trans- 
fer to the State Comptroller of moneys and 
securities in the hands of the Superintendent 
of Insurance, derived from old receiverships 
of defunct life insurance companies, and ap- 
propriating $250 for advertising for claims. 


Continental Life Enters Michigan 
The Continental Life Insurance Company, St. 
Louis, has recently been admitted to the State 
of Michigan and has appointed H. H. Jones 
as its general agent in that territory. 


FITZGERALD BILL UP 


Special Rule Will Be Asked For by 
Sponsor 


CHARGE STEAM ROLLER TACTICS 


Bitter Contest Promised if Measure Gets 
Before House 

Wasuincton, D. C., May 12-—After a 
stormy session of the House District commit- 
tee, in which a one-man minority overrode the 
objections of the majority, Chairman Lampert 
of the committee last week was instructed to 
ask the rules committee for a special rule giv- 
ing the Fitzgerald District of Columbia work- 
men’s compensation bill right of way in the 
House, to be disposed of in one day. 

Waiting until the committee was about to 
adjourn, Representative Fitzgerald brought up 
his proposal and, overriding the protests of 
Representatives Underhill and Kunz, was suc- 
cessful in securing a vote in favor of bringing 
the bill up in the House without delay. 

Representative Kunz again charged the author 
of the bill with steam-roller tactics, declaring 
that he had been induced to sign the subcom- 
mittee report in favor of the measure, with 
the understanding that he would be given an 
opportunity to offer an amendment throwing 
the field open to competition of commercial 
companies. Representative Fitzgerald, how- 
ever, has taken care that neither Representa- 
tive Kunz nor Congressman Underhill, an- 
other enemy of his monopoly State fund, were 
given an opportunity to present any amend- 
ments. 

Declaring that his amendment had the back- 
ing of the majority of the committee members, 
Congressman Kunz warned Mr. Fitzgerald that 
he would present a minority report to the 
House, signed by a majority of the committee 
membership, and promised that if the measure 
came up on the floor there would be a fight 
that would make past fights on this legislation 
seem tame by comparison. 

Representative Underhill, who has a bill 
which would provide for competition, criticized 
Representative Fitzgerald for his methods, re- 
minding the committee of the way in which it 
had been reported out of the subcommittee, 
when all its supporters Were mustered in and 
opponents were absent because they believed 
that other matters in the regular order of busi- 
ness were being considered. But for these 
domineering tactics, he asserted, there would be 
a workmen’s compensation law in the District 
by now. 

Probably no legislation ever before the com- 
mittee has been the subject of so much 
acrimonious debate as the compensation bill. 
3acked by Representative Blanton of Texas 
and one or two other members, Congressman 
Fitzgerald has been able, through the adoption 
of tactics which, to say the least, have savored 
more of ward politics than of dignified legis- 
lation, to jam his monopolistic bill through the 
committee, despite the efforts of several mem- 
bers who are opposed to that section. Broken 
promises litter the path of committee meetings 


a7 


Receiver Working on West Virginia 
Surety Affairs 

The following dispatch was recently sent by 
Tue Spectator to Ayres J. Stockly, appointed 
receiver by the Delaware Courts of the West 
Virginia Surety Company: 

Information has come to us that you are ap- 
pointed receiver of the assets of the West Vir- 
ginia Surety Company and expect to start pro- 
ceedings against one of the officers of the com- 
pany, and that you have in your hands all docu- 
mentary evidence for this procedure. THE 
SpECTATOR would be pleased to have you con- 
firm this information or send us any announce- 
ment that you wish to make regarding the 
affairs of the West Virginia Surety Company. 

To the above Mr. Stockly has written to THE 
SPEctTaTor as follows: 

Your information is correct to the extent that 
I am the Delaware receiver of the Surety Cor- 
poration of America, formerly the West Vir- 
ginia Surety Company, a corporation of the 
State of Delaware. [I am the only receiver 
who was appointed by the court. The Vir- 
ginia receiver is the Insurance Commissioner of 
Virginia, who, by virtue of his office, becomes 
receiver of any surety company when they be- 
come or are declared insolvent. 

However, I have not been able to make any 
report as yet, because the assets, books and 
papers of the corporation were so widely scat- 
tered over a large territory that it has been 
impossible for me to obtain all of them, or to 
get any definite information about all of them, 
up to this day. If at some future date I can 
give you information of value to you, I shall 
be glad to do so, as soon as I am ina position 
to give anything worth while. At present I 
am merely collecting the assets, books and 
papers of the corporation. 


Casualty Actuaries to Meet 
The regular semi-annual meeting of the Cas- 
ualty Actuarial Society will be held Friday, 
May 23, at the’ Hotel Pennsylvania. The pro- 
gram will consist of the reading of the presi- 
dent’s address, the presentation of new papers 
and the discussion of papers presented at the 
last meeting of the society. Luncheon will be 

served in connection with the meeting. 


Reappoints H. L. Cooper 

Battimore, Mp., May 12.—Governor Ritchie 
of Maryland has reappointed Harvey L. Cooper 
Insurance Commissioner of the State. This 
carries with it the reappointment of Wilson L. 
Coudon as deputy commissioner. The governor 
has signed all the bills passed by the recent 
legislature at the instance of the commissioner 
and the Maryland Association of Insurance 


Agents. 


—J. Stuart Hanckel, prominent local agent at Char- 
lottesville, Va., is confined in the University of Vir- 
ginia Hospital in that city. He is seriously ill. 








of which the importance was known in advance 
only to Fitzgerald adherents, as stated by 
Representative Underhill. 

When the bill does come up on the floor there 
will be a real contest, in which the many 
enemies of Fitzgerald and Blanton will take 
an active part. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $3,869,053.52 
Capital - - - ° 750,000.00 
Surplus - - - . 669,915.11 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,249,138.41 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 
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FIRE «» MARINE 
Insurance Company 
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Address Home Office For Agency Connection 
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North British «« Mercantile 
Insurance Company 


LIMITED 
115 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 











NOW READY! 








The 1924 
LIFE AGENTS 
BRIEF 


Place Your Order Now 


All the valuable contents of last year will 
be included in this year’s publication and in 
addition will be 





A NEW FEATURE! 


A new table in this year’s book presents total 
premium payments and total dividends received 
on policies issued in 1910 and 1915 together with 
their surrender values at the end of the 10 and 
15 year periods, thereby showing at a glance the 
actual result in regard to cost to the policy- 
holder during these periods. 











This Vest Pocket Life Agents Brief is 
the latest presentation of Life Insurance 
Facts and Figures. Every agent on his toes 
for business should place his order now. 


PRICE, $2.00 
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Compensation for Silicosis 


By Freperick L. Horrman, LL.D. 
Consulting Statistician, the Prudential Insurance Company of America 


The advisability of providing compensation 
for silicosis or industrial lung disease, com- 
mon among stone workers, tunnel workers, 
grinders and numerous other occupations, is at 
present receiving serious consideration on the 
part of the Legislature of the State of New 
York, in view of the inclusion of this disease 
among the occupational diseases scheduled in 
Senate Bill No. 740,919. 

Regardless of considerable literature on 
fibroid phthisis, or industrial lung disease, the 
matter has never received extended or really 
critical consideration in this country, yet the 
question is one of the first importance in in- 
dustrial legislation, since a considerable num- 
ber of deaths from what is generally called 
unquestionably 
deaths from fibroid phthisis, which is a non- 


pulmonary tuberculosis are 
tuberculous disease, at least in its origin, and 
the immediate 


siderable inhalation of mineral dust containing 


result of continuous and con- 
Hence, the term 
describe this 
South 
Africa, where it was the cause of a very heavy 


a large proportion of silica. 


silicosis, as generally used to 


affliction, first received attention in 
mortality of underground miners on the Rand 
The Union of South Africa led the world in 
legislation worked out with extraordinary at- 
tention to detail, and while it was at first as- 
sumed that the scheme could not be made to 
work, some ten years’ experience has shown its 
entire practicability. 

There has been much opposition to the in- 
clusion of fibroid phthisis in workers’ com- 
pensation legislation, on the ground that the 
disease cannot be clearly differentiated from 
ordinary tuberculosis to establish the facts of 
its occupational origin. As T have shown in 
my report on dust phthisis in the granite-stone 
industry, the difficulties are much more appar- 
ent than real and largely explicable on the 
ground of the indifference on the part of the 
medical profession to take the occupational con- 
ditions of the patient into careful considera- 
tion. 


ORGANIC AND INORGANIC Dusts 

It is necessary to distinguish between organic 
and inorganic dusts, and of the latter it is re- 
quired to make a further distinction of inor- 
ganic dust of a high silica content and of dust 
of a different and soluble composition. Thus 
the dust inhaled by stone cutters, tunnel work- 
ers, underground miners, and persons working 
on abrasive materials, contains a large propor: 
tion of silica, which in the judgment of. all 
the authorities on the subject, constitutes the 
most serious menace to lung destruction to 
Men work- 
ing in limestone, marble or cement suffer but 


which a workman can be exposed. 


a minor degree of injury, because the dust in- 
haled is largely soluble and does little damage. 
But in the case of stone workers, particularly 
of those who work in granite and hard sand- 
stone, the dust exposure results in the gradual 


da iad aoe c . e . 
destruction of lung tissue, while the residuary 


part of the dust remains in the lungs, grows 
finally leads to a 
mistaken for pul- 


and 
often 


to considerable size, 


condition which is 


monary tuberculosis, but is more accurately 
known as silicosis or fibroid lung disease. It 
is not difficult to ascertain the industrial origin 
of this affliction, especially by means of X-ray 
examinations of the chest, and there are no rea- 
sons, in the light of considerable experience, 
why this disease should not be brought within 
the meaning of the workmen's compensation 
act. The lung injury is as profound and as 
lasting in its consequences as if it were the 
accident in the restricted 


result of an more 


sense of the term. In the light of my own 
investigations among stone workers, | have 
ascertained with absolute accuracy that the 


average duration of trade life, necessary for 


the most serious consequences to ensue, is 


nearly twenty-one years. The average age at 
death of men who die from silicosis or miners’ 
phthisis or fibroid lung disease, as the case 
may be, is probably ten to fifteen years further 
advanced than the average age generally met 
with in deaths from pulmonary tuberculosis, 
not complicated by dust inhalations. 

In South Africa silicosis is a compensatable 
disease and provided for by a special board of 
examination and adjudication, supplemented by 
cases, all of which 


sanatoriums for silicosis 


has worked out admirably and is still in prac- 


tice. In Great Britain a silicosis act was passed 
a few years ago and as yet no detailed in- 


formation regarding its operations have been 


made publica, but from such sources as are 
available to me I am able to say that no seri- 
ous difficulties have been experienced in diag- 
nosing cases due to silicosis or the result of 
occupational conditions injurious to health and 
life in dust-exposing trades or occupations. 
Industrial Jung diseases are the root of the 
whole tuberculosis situation in industry and 
no material progress will be made with regard 
to a considerable reduction of the disease un- 


All in- 


vestigations prove conclusively the higher mor- 


til the evil is attacked at its source. 
tality from pulmonary tuberculosis in adult life 
among wage-earners, while the figures reach 
when the 
There is not the slight- 
est reason to question that much of the mor- 
tality 


neously diagnosed as such, when in very truth 


startling proportions limited to 


strictly dusty trades. 
from pulmonary tuberculosis is erro- 
it is not tuberculosis produced by infection, 


condition resembling tuberculosis 
the 


halation of industrial dust. 


but a pro- 


duced by continuous and considerable in- 


Two-FoLtp PurPosE SERVED 


If the proposed amendment is, therefore, 
adopted, it will serve a two-fold purpose of 
providing compensation to those who have been 
injured, while it would draw public attention, 
and for the first time, to a lamentable state of 
facts, which is now, broadly speaking, ignored 
sanitary authorities and the 


on the part of 


29 


medical profession. In my Vermont investiga- 
tion I revealed an alarming state of affairs in 
the granite-stone industry, which should have 
resulted in drastic innovations, but the matter 
has practically remained unchanged. It will 
remain unaltered until the State puts a penalty 
upon the occurrences of needless and prevent- 
from industrial lung 
referred to. In no 


able deaths in industry 
I have 
respect has labor suffered more as the result 


disease such as 
of neglect, carelessness and indifference than 
in the excessive mortality from lung diseases 
met with in all of the dusty occupations. Not- 
withstanding much has been done by way of 
better ventilation, air removal or dust preven- 
tion, an immense amount of further progress is 
necessary to lower the death rate of our work- 
ers, which continues excessive in comparison 
or contrast with thc non-dusty occupations. 
In this connection particular attention should 
be directed to the British Workmen's Compen- 
sation Silicosis Act of 1918, which authorizes 
the Secretary of State to provide for the pay- 
ment of to the employers of 
workmen in any specific industry or process or 


compensation 


group of industries or processes, involving ex- 
posure to silica dust, by providing in detail 
concerning, 


(a) who are certified in such manner as 
may be prescribed by the scheme to 
have suffered death or total dis- 
ablement from the disease known 
as fibroid phthisis or silicosis of the 
lungs (in this act referred to as 
silicosis) or from that disease ac- 
companied by tuberculosis: or 

(b) who, though not totally disabled, are 
found on medical examination to 
be suffering from silicosis, or from 
silicosis accompanied by _ tuber- 
culosis, to such a degree as to make 
it dangerous to continue work in 


the industry or process, and are 
for that reason suspended from 
employment. 
It is, however, provided: 
That in the case of silicosis accom- 


panied by tuberculosis provision 
shall not be made by the scheme for 
the payment of compensation un- 
less the silicosis was so far ad- 
vanced as to make the workmen 
specially liable to tuberculosis in- 
fection or, though not so far ad- 
vanced, was likely to accelerate 
materially the progress of the 
disease. 


Britis COMPENSATION PROVISIONS 


The scale of compensation fixed by the 
scheme is precisely the same as any other 
occupational injuries, provided for by the 
Workmen's Compensation Act of 1906. 


The act of 1918 makes additional provision 


as follows: 


(a) For the establishment of a general 
compensation fund, to be admin- 
istered either through a mutual 
trade insurance company or so- 


ciety of employers, or in such other 
manner as may be provided by the 
scheme. 

(b) For requiring employers to subscribe 
to the fund, and for the recovery 
of such subscriptions, and for the 
payment and recovery out of the 


(Continued on page 33) 




















TOTAL ASSETS -  $18,307,514.05 


LIABILITIES -  13,134,716.14 
NET SURPLUS - _ 5,172,797.91 
SURPLUS TO POLICYHOLDERS - 8,172,797.91 
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WESTERN UNION LIFE 


Licensed in Connecticut, Califor- 
nia, Colorado, Indiana, Illinois, 
Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota» 
Utah, Washington, Wyoming and 
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BUREAU 





Former Executive Committee Chair- 
man Elected President 


PLANS TO OPPOSE SEPARATION 


Unusually Short Meeting—Next Sessions 
to Be Held at Atlantic City 





[By A STAFF CorRESPONDENT] 

BriArRcLIFF Loncr, N. Y.—Waite Bliven, 
Western manager of the Firemens Insurance 
Company, of Newark, was elected president of 
the Western Insurance Bureau at its final ses- 
sion last week. Mr. Bliven has been chairman 
of the Bureau’s executive committee and suc- 
ceeds Charles H. Yunker, president of the Mil- 
waukee Mechanics. All other officers were re- 
elected, these including W. H. Stevens, president 
of the Agricultural of Watertown, N. Y.; vice- 
president, Benjamin Auerbach, secretary; F. S. 
Danforth, assistant secretary of the Miller Na- 
tional, Chicago, treasurer; C. E. Mann, assist- 
ant treasurer. 

Fred Silber reviewed plans to date for the 
legal movements of the organization against the 
enforcement of separation by the Union. The 
case in the Johnson Agency at Sycamore, TIl., 
was preserved status quo pending the comple- 
tion of the meeting. Meantime it has not 
definitely been decided just what course will be 
pursued, except that the matter will be brought 
before the courts in some form. 

The meeting was carried through with excep- 
tional expedition and the work of the Bureau 
was completed by Wednesday night and several 
of its subsidiary organizations had met and 
had their work approved. These included the 
Subscribers Actuarial Bureau and the Under- 
writers Adjusting Company. Thursday morn- 
ing a short session was held to consider the 
plans for strengthening the Western Reinsur- 
ance Bureau. 


The semi-annual meeting of the Bureau will 
be held at Atlantic City in September. 


DEATH OF W. H. STEVENS 
President of Agricultural Passes Away 
William H. Stevens, for many years presi- 

dent of the Agricultural Insurance Company of 
Watertown, died early Saturday afternoon, 
May 11. For some time Mr. Stevens had been 
in a very delicate state of health, so delicate, 
that when offered the presidency of the Na- 
tional Board of Fire Underwriters a year ago, 
he was forced to decline on the advice of his 
physician. The greatest blow to him, one from 
which he never fully recovered, was the demise 
last vear of Mrs. Stevens, his wife, follow- 
ing a long period of indifferent health. 

Mr. Stevens proved himself one of the 
ablest executives in the history of the Agri- 
cultural and his loss will long be regretted by 
all in the company. Besides being one of the 
leading insurance men in the country today, 
Mr. Stevens had a predeliction for good litera- 
ture and study. He was constantly urging his 
employees, in whom he took a lively interest, 
to spend more time at study and good read- 
ing. Many times has he amused numerous so- 
cieties and organizations by reading his in- 
surance papers, and always were they tinged 
with a subtle humor that brought home his 
points more clearly than by other more plati- 
tudinous methods. 

Mr. Stevens was born in La Fargeville, N. 
Y., in 1859, and graduated from the Univer- 
sity of Syracuse in 1880: he studied law and 
entered the service of the Agricultural Insur- 
ance Company in 1881. His rise to the secre- 
taryship of the company was rapid, due to his 
earnest application. For several years, he 
held this position before being advanced to 
president in 1904. He originated and advo- 
cated the rule that it was highly inconsistent 
for a company to be a faithful member of an 
organization on one side of a State line and a 
general disturber on the other. 

As an example of his business ability dur- 
ing his administration as president, the Agri- 
cultural doubled its capital, nearly trebled its 
surplus and more than trebled its assets. 
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PRUDENTIAL FIRE INCORPORATED IN 
NEW HAMPSHIRE 
Company is Controlled by Royal Exchange 

The Prudential Fire Insurance Company has 
been incorporated under the laws of New 
Hampshire with an authorized capital of $1,- 
000,000. The new company has a paid-in 
capital of $500,000, and a like amount of sur- 
plus. The Royal Exchange Assurance owns 
the controlling interest of stock, and the com- 
pany will have executive offices at 83 Maiden 
Lane, the headquarters of the Royal Ex- 
change. 

License having been procured in the State 
of New Hampshire, it is the intention of the 
Prudential to operate not only in this State, 
but in many other States. Applications for 
entrance into thirty or more of the larger 
States will be made at once. The company 
will do a fire and marine business, but for the 
present fire lines only will be written. 

The officers of the new company will be 
Gayle T. Forbush, president: Arthur Waller, 
vice-president; John Koenig, secretary and 
treasurer. ’ 

Directors of the Prudential are as follows: 
Bernard Q. Bond, vice-president and treasurer 
of the Rochester Trust Company, Rochester, 
N. H.: Ralph E. Came, Frank L. Kendall, 
Insurance Agency, Rochester, N. H.; Uberto 
C. Crosby, retired, Brookline, Mass.; Frederic 
P. Foster, lawyer, New York; John Henry 
Hammond, Brown Bros. and Co., New York; 
William H. Porter, J. P. Morgan and Co., 
New York; Gayle T. Forbush, president, N. Y. 


New Canadian Company Applies for 
Incorporation 

The Laurentian Insurance Company, which 
is now in process of organization in Montreal, 
is making application for incorporation to the 
Dominion Parliament at Ottawa. It is the 
intention of the new company to carry on an 
insurance business in such branches or classes 
as it may be authorized to undertake by license 
from time to time under the Canadian Insur- 
ance Act of 1917 and amendments. 
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AGAINST UNWISE TAXATION 





Insurance Group of U. S. Chamber of 
Commerce Decries Existent 
Practice 





ALSO FAVORS CERTIFICATION OF 
AUTO TITLES 





Approval of Principle of Workmen’s Com- 
pensation Expressed in Resolution 

At the conclusion of the insurance group 
session of the twelfth annual meeting of the 
Chamber of Commerce of the United States, 
held in Cleveland last week, it was found 
that, in addition to the many discussions which 
were reviewed in THE Spectator for May 8, 
several important resolutions had been acted 
upon and adopted. One of these was in rela- 
tion to the present “unscientific and inequitable 
methods by which policyholders are taxed ex- 
cessively through their insurance companies” 
and was the outcome of opposition to unwise 
taxation of insurance carriers by the States 
which crystallized in the speeches made before 
the gathering by Col. H. P. Dunham, insurance 
commissioner of Connecticut, E. E. Rhodes, 
vice-president of the Mutual Benefit Life, and 
H. A. Smith, president of the National Fire. 

The text of this resolution against existing 
methods of taxation was as follows: 

Special State taxes now levied on policy- 
holders through insurance companies should 
not be considered as a source of general rev- 
enue, but should be reduced to the total in 
each State which will adequately support such 
State’s departmental supervision: and a_ uni- 
form principle of taxing the holders of insur- 
ance should be adopted throughout the States. 

\fter a plea for certification of automobile 
ownership titles made by Frank Robertson, as- 
sistant general counsel of the National Board 
of Fire Underwriters, the meeting passed the 
follow'ng resolution with regard to legisla- 
tion looking toward this end: 

\ll the States should adopt the principle of 
certification and registration of automobile titles 
as one of the most important and _ effective 
means of reducing thefts. This legislation 
should be uniform and contain adequate pro- 
vision for enforcement with proper penalties 
for violations. 

The attention of the insurance group session 
and of the National Chamber itself was then 
directed to the expression of some official opin- 
ion with regard to workmen’s compensation 
legislation. The National Chamber has long 
heen committeed to opposition against any- 
thing savoring of State operation of this busi- 
ness, but it now went on record as favoring 
the principle of workmen’s compensation cov- 
erage in the following resolution: 

\Ithough the Chamber has gone on record 
is disapproving monopolistic State compensa- 
tion insurance, it records its approval of the 
principle of workmen’s compensation in legis- 
ation for industrial accidents. 





When the general session was held on 
Wednesday night, May 7, after addresses had 
heen made by Secretary of Commerce Hoover, 
basil Miles and Edward Prizer, the award. for 
the winner of the Inter-Chamber Fire Waste 


Contest was made by Julius H. Barnes, presi- 
dent of the United States Chamber of Com- 
merce, to the city of Hoboken. A photograph 
of the prize, a bronze tablet commemorating 
the event, appeared in last week’s issue of 
THE SPECTATOR. 
Compensation for Silicosis 
(Continued from page 29) 


fund of all compensation under the 
scheme, and of any expenses aris- 
ing under the scheme, which are 
directed by the scheme to be so 
paid, subject to such exceptions in 
special cases as may be made by the 
scheme. 

) For the settlement of claims and 
other matters arising under the 
scheme by committees representa- 
tive of both employers and work- 
men, with an independent chair- 
man, and for the procedure to be 
adopted before such committees. 

(d) For the appointment and remunera- 

tion of medical officers and ad- 
visory medical bodies, and for their 
duties and powers in connection 
with the scheme. 

(e) For requiring workmen to whom the 
scheme applies (i) to submit them- 
selves to such periodical medical 
examination and (ii) to furnish 
such information with respect to 
their previous employment in any 
industry specified in the scheme, as 
involving exposure to silica dust, 
as may be prescribed by the scheme, 
and for making the right of the 
workmen to compensation condi- 
tional on compliance with such re- 
quirements, and for the suspension 
from employment of workmen who 
are found to be suffering from 
silicosis accompanied by _ tuber- 
culosis. 

} For the application with the neces- 
sary modifications of any of the 
provisions of the Workmen’s Com- 
pensation Act, 1906, or of any en- 
actment relating to compensation 
thereunder, and for defining the in- 
dustries or processes to which the 
scheme applies, and generally for 
such further or supplemental mat- 
ters as appear necessary for giv- 
ing full effect to the scheme. 


(c 


It would carry me too far to further enlarge 
in detail upon the foregoing provisions, which 
however, clearly emphasize the recognition of 
the importance of silicosis as an occupational 
affection and the necessity for safeguarding the 
workmen, both in the direction of prevention 
and in the event of the disease having been 
contracted, to afford him treatment or com- 
pensation, as the case may be. It is regrettable 
that as yet no account should have been ren- 
dered as to the workings of the act, but I con- 
clude these remarks with an abstract from an 
article in the British Medical Journal of Feb- 
ruary 2, 1924, reviewing a report of the de- 
partmental committee, of which, to my regret, 
no original is at present available: 

The first report of the departmental commit- 
tee on compensation for silicosis, dealing with 
the Refractories Industries (Silicosis) Scheme, 
191g, was issued as a White Paper on January 
22. The provisions and limits of the scheme 
are dealt with in detail, and the following 
medical recommendations are included. A 


medical board, consisting of two whole-time 
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medical officers, should be established as soon 
as possible, with its center at Sheffield, this 
hoard to be responsible for all the examina- 
tions under the scheme, with the exception of 
certain initial examinations. Facilities for 
radiographic examinations by skilled radio- 
logists ought to be avalable in every area, and 
greater use should be made of this method of 
diagnosis. The responsibility of suspending a 
workman on account of silicosis ought not to 
be laid entirely on one medical officer. All 
newly engaged workmen should be medically 
examined within a month of entering the in- 
dustry, and should reach a definite standard of 
respiratory physique. Power should be given 
to medical officers to suspend from employment 
any workman suffering from pulmonary tuber- 
culosis, whether or not associated with silicosis, 
no compensation to he payable if silicosis is 
absent. The committee considers that in addi- 
tion to the various recommendations already 
made by it the scheme might be further im- 
proved by alterations in the financial provisions 
of the compensation fund, and also in the 
medical arrangements. so as to ensure the sus- 
pension of workmen from employment in the 
earliest possible stage of disease, and to pre- 
vent any men suffering from pulmonary tuber- 
culosis entering or remaining in the industries. 


(To be continued next week) 


Fire Insurance Inspection and Underwriting 

Concerning the widely known reference book 
entitled Fire Insurance Inspection and Un- 
derwriting. by C. C. Dominge and W. O. 
Lincoln, such an expert in the fire insurance 
business as Henry E. Hess, manager of the 
New York Suburban Fire Insurance Exchange, 
says: “As you know, I claim to be the only 
man who has faithfully looked over every page 
of vour hook with the view of finding errors 
and padding therein—I have found neither.” 
This is indeed high praise of the book named; 
but it is merited. Every man in the fire insur- 
ance business should possess a copy of this 
valuable encyclopedia, which contains over 
1000 pages and treats more than 5000 subjects. 
It sells at $6 per copy (regular edition), and 
orders will be promptly filled by The Spectator 
Company. its publishers. 
R. L. Foster Appointed Ontario Insurance 

Commissioner 

Robert L. Foster, of the firm of Foster, 
Lester and Russell, Toronto, has been made 
superintendent of insurance and registrar of 
trust and loan corporations in Ontario. His 
appointment became effective May 1, when he 
succeeded V. Evan Gray. 

—Marsh & McLennan, Chicago brokers, who secured 
the line of the Virginia Co-operative Tobacco Grow- 
ers Association a few months ago, are planning to 


open an office in Richmond, 





POSITION WANTED 


as special agent for Northern Wisconsin, 
for sound mutual company writing a 
general line. Experienced. 


B. J. STALLARD 
HUMBIRD WISCONSIN 
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THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


Established 


LONDON GUARANTEE & ACCIDENT 


Head Office 55 Fifth Ave., New York 
C. M Berger, UnitedStates Manager 


Philadelphia Branch Office 


Wood Building, 512-514 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers. 145 Milk Street, Boston, Mass. 


. 1869 
O,, Lid., Eases 








CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y. 


F. M. GUND, Mgr. Western Dept. HAROLD JUNKER, Mgr. Pacific Coast Dept. 
i Freeport, Illinois San 


Francisco, California 








ESSENTIALS OF THE FIRE INSURANCE BUSINESS 


By Edward A. Ketcham 


A 400 page book designed for the use of officials, employees 
and students of the fire insurance business. Insurance ac- 
counting, executive work, hazards, building construction and 
many other topics covered. 


Price: $4.50 Per Copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 

Creee ci ee 307,400.33 

ROMINA ee des ns ova tooo facta caveeyne $500,000.00 

CLES TSS er 1,103,162.36 

Surplus to Policyholders................... 1,603,162.36 
PERERA REPES 5 oicis him biG RK aw awsa nee $3,161,605.48 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 








LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 


























“Your Personal Effects” 


Personal Effects, Personal Possessions, and 
Tourist Baggage Insurance are undoubtedly three 
of the easiest side lines to sell all the year round. 
Every client of yours; every friend; everyone in 
town needs one or another of these coverages, and 
is a live prospect. And with vacation days 
ahead, your least effort will be rewarded. 


“Your Personal Effects’, our latest advertising 
folder, will aid you materially in soliciting. Write 
the Advertising Department for a copy, and 


“‘Ask the Fidelity-Phenix Special’’ 





VPIDELITY-PHENIX 
FIRE INSURANCE COMPANY 


Eighty Maiden Lane, New York, N. Y. 


HENRY EVANS 





Cash 
Chairman of the Board Capital: 
PAUL L. HAID $2,500,000.00 
President 
“ AMERICA FORE™ 
Chicago Montreal San Francisco 




















THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 
Formerly U. S. Manager, North British & Mercantile Insurance Company, 
and a former President of the National Board of Fire Underwriters. 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 
Cloth Binding, 220 pages 
Price, postpaid, $4 
Bound in with the above-named book is now included Mr. Richards’ 
pamphlet (sold separately at $1 per copy) on 
FIRE UNDERWRITING PROFITS 
as related to 
EXPERIENCE RATE-MAKING 


a striking analysis of underwriting results for 22 years, and az argument for 
a change in the manner of computing underwriting profits. 


THE SPECTATOR COMPANY 
Selling Agents 


CHICAGO NEW YORK 
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INSURANCE NOTES AND EVENTS 














NEW YORK SURVEYS 

The Working Basis.—The alteration of 
rates in the State of New York has come down 
to a working basis which runs about as fel- 
lows: The Department must be notified a 
certain number of days in advance, approxi- 
mately ten, before any new rate can go into 
effect. There may be cases which when pre- 
sented to them show an urgency and the time 
in those cases may be shortened, but as a gen- 
eral working rule ten days is the time fixed. 
In all probability, in those cases where ad- 
vances are proposed, the Department will never 
approve the advance, but when it goes into 
effect will, on due complaint, hold an investi- 
gation and be governed by the facts developed. 
In all probability, the Department could not, 
strictly speaking, approve an advance unless 
in the claim for it there was a basis of fact 
as shown by actual loss records sufficient to 
establish beyond doubt the necessity for the 
increase. 

The Committee of Twenty-Three.—In its 
original make-up, there were not twenty-three 
members, but that was the number that as- 
sembled in New York City for a couple of 
days last week to struggle with the problem 
of Use and Occupancy forms. Beyond arriv- 
ing at some negative conclusions in regard to 
requests submitted by insuring interests, who 
sought several changes in the present method, 
no very definite conclusions were reached on 
other problems. The general opinion seems 
to be that the Use and Occupancy form is 
becoming altogether too cumbersome a_ tool. 
Hence the effort to devise a simple form for the 
handling of this type of insurance. The fact 
is that a form comparatively simple and short, 
couched in general terms, will meet the condi- 
tions better than the present method. Experi- 
ence in the class is slight, anyway, and until 
there is more of it the minuteness which is 
sought to be attained cannot be reached in 
drafting the form. 


CHICAGO AND THE WEST 
New Conference Organized.—Organiza- 
tion of the Mill and Elevator Conference was 
completed at a meeting in the Insurance Ex- 
The purpose of the confer- 
ence is to promote better and more uniform un- 


change last week. 


derwriting practices covering all forms of in- 
surance pertaining to flour, feed, cereal mills, 
and grain elevators, except terminal, in the 
States commonly known as the Western Union 
territory. The organization will serve as a 
medium for exchange of information between 
members and also to secure the adoption of 
suitable policy forms and clauses. It will ad- 
vocate and promote reasonable and_ proper 
means of eliminating or reducing hazards in- 
sured against. The following officers were 
elected: H. W. Riker, Insurance Company of 
North America, president; H. W. Donnan, 


Hartford Fire, vice-president; C. G. Whipple, 
Union Insurance Society of Canton, secretary, 
and W. H. Lininger, Springfield Fire and Ma- 
rine, treasurer. 

Rain Rules Unsatisfactory.—Some dis- 
satisfaction with the rain conference rules has 
been expressed by local agents in Chicago. The 
new rules will make it necessary for merchants 
wanting rain insurance to turn in applications 
for same at least fifteen days before a sale is 
to start and a check, covering the premium in 
full, must be sent with the application. The 
same rule applies to those desiring to cover 
sporting events, excepting that their application 
must be sent in seven days before the event is 
to take place. Agents claim that these new 
rules will upset policyholders, as for three years 
the agents have been educating the policyhold- 
ers to the five-day rule and it will be hard to 
explain why the rule has had to be changed to 
fifteen days. No reasons or any explanation 
of why these new time limits were made were 
given when these new rain conference rules 
were sent out. 

Hear Football Men.—The Insurance Club 
of Chicago showed a growing interest in 
athletics at its meeting last week. The speak- 
ers, Alonzo Stagg, of the University of Chi- 
cago, and Knute Rockne, head coach of Notre 
Dame, spoke on the importance of physical 
training for young business men as well as 
boys in school. An interesting program of 
entertainment was also provided. 

B. B. Winkler Transferred.—Bertram B. 
Winkler, who has been with the Chicago Fire 
and Marine for the past two years as examiner, 
has been appointed special sgent for Wisconsin, 


with headquarters in Milwaukee. He was with 
the Springfield before going with the Chicago 
Fire and Marine. 

Goes to Chicago Fire and Marine.—R. M. 
Nevins, who recently resigned as assistant secre- 
tary of the National Liberty, located at the 
Western department in Chicago, has been ap- 
pointed underwriting supervisor for the Chi- 
cago Fire and Marine. Mr. Nevins was for 
nearly twenty years with the National Union of 
Pittsburgh as assistant secretary when he went 
with the National Liberty two years ago. 

C. W. Higley Honored.—Charles W. 
Higley, president of the Hanover, was pre- 
sented with a handsome chime clock by the 
Knights of the Round Table of Chicago, at a 
dinner given by that organization last week at 
the Union League Club, at which Mr. Higley 
was the guest of honor. 

Supports Subscription.—A subscription of 
$500 to the fund being raised for the families 
of the firemen injured and killed in the recent 
Curran Hall fire, was voted at a meeting of the 
directors of the Western Adjustment and In- 
spection Company. 

Goes to Liverpool & London & Globe.— 
George Kersten, formerly special agent for the 
Pennsylvania Fire in Illinois, has been made 
head examiner, in charge of one of the im- 
portant fields, in the Western department office 
of the Liverpool and London and Globe. 

Jacob Nelson at Office.—Jacob Nelson, 
manager of the hail department of the Henry 
Evans companies in Chicago, returned to his 
office after a five-weeks’ absence, during which 
time he was forced to undergo three operations. 
He is still somewhat convalescent, but expects 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 


WANTED 


Competent young man with some knowl- 
edge of Life Insurance Business and the 
keeping of insurance records. Good op= 
portunity for the right man. Apply Law= 
rence M. Cathles, President, North Ameri= 
can Reassurance Company, 110 William 
Street, New York City. 











GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia and Michigan. 


Address ERNEST C. MILAIR, Vice President and Sec’y 


We have a few desirable openings in Michigan, 
Kentucky, West Virginia, Alabama and North Carolina 
for experienced aggressive men with general agency 
qualifications. 


5.4% on instalment set- 
tlements. 


Participating 
Non-Participating 
Age Limits 10 to 65 $12,000,000 Assets 
Disability Income $102,000,000 insurance in 
Double Indemnity force 


Atlantic Life Insurance Company 
RICHMOND VIRGINIA 














WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 














MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEI. BOONE, Jr., President JOHN M. SMULLIN, Secreta: y 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates Are Adequate 

The Membership is over 251,000 

The Reserve Fund is over $17,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children, of Its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE 
Supreme Record Keeper, Port Huron, Mich. 


THE TERRITORY. 





MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 
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YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE C0. 
HOME OFFICE SHREVEPORT, LA. 
J. C. EVERETT, Mgr. J. E. LEEPER, Megr., 
317 Wilson Bldg. P. O. Box 1077, 
Dallas, Texas Little Rock, Ark. 


Will open new terri- 
tory if justifiable. 








THE PEOPLES LIFE INSURANCE CO. | 


of Illinois 


A Legal Reserve Co. Organized in 1908 
Every Desirable Provision 
Contained in our Policies 
Home Office Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 
M. J. HIGGINS, General Agent 














ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 


1, Liberal First Year Commissions 

2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 

3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 
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to be in normal condition within a week or two. 
Heads America Fore Loss Department.— 
George W. Lilly, who has been manager of the 
loss department of the Continental in Chicago, 
has been made head of the loss department of 
the American Fore companies in Chicago. 
Enlarges Territory.—Harry Switzer, Cook 
county special agent of the Chicago Fire and 
Marine, has been made special agent in North- 


ern Illinois. 


ATLANTA AND THE SOUTH 
Atlanta Board Undecided.—The 


Underwriters, which recently 


Atlanta 
Zoard of Fire 
underwent re-organization with the election of 
A. W. Ellis, as president, is still engaged in 
the throes of thrashing out the single and 
dual agency proposition in its membership. The 
present plan is to enroll every agent possible 
in the association and then determine the policy 
concerning the agency question by following 
the wishes of 80 per cent of the member- 
ship. 

Local Agents Committee Meeting.—The 
executive committee of the Georgia agents 
will meet here on May 25, according to an- 
nouncement by President Coke Davis, and the 
question of recognition of local boards by the 
South Eastern Underwriters’ Association may 
come up for discussion, following the action 
of the recent convention in Columbus. That 
body affirmed its faith in the local board’s 
proposition and voted to go ahead with their 
hope that 
eventually may come from the companies. 


organization, in the recognition 








EDUCATE THE PUBLIC! 


SHOW THE PEOPLE THE 
FINANCIAL STRENGTH 


OF THE COMPANIES WHOSE 
POLICIES THEY HOLD! 


THE 
FIRE INSURANCE POCKET INDEX 


contains just the information which 
policyholders should have. 


COMPANIES, GENERAL AGENTS 
AND AGENTS 
can render appreciated service to 
THEIR CUSTOMERS 
by supplying them with copies of 
THE FIRE INSURANCE 
POCKET INDEX 


the 1924 edition of which is 
FRESH FROM THE PRESS 
Single Copies 
In Manila binding, 75 cents 
In Flexible binding, $1.25 


Liberal discounts for quantity orders 


THE SPECTATOR COMPANY 
Publishers 


CHICAGO NEW YORK 
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BOSTON AND VICINITY 

Death of W. H. Boynton.—W. 
3oynton of the firm of R. A. Boit & Co. died 
at his home in Dorchester last week. Mr. Boyn- 
ton was long a figure in Boston insurance cir- 
cles. He was for twenty years associated with 
Field & Cowles, leaving them in 1913 to become 
associated with R. A. Boit. Many prominent 


Boston insurance men were in attendance at 


Herbert 


the funeral. 

New Agency Appointment. 
Houghton & Co. have been appointed metro- 
politan Boston agents of the Provident Fire and 
Marine Underwriters of. the State Assurance 


Robert E. 


Company, Limited. 


St. Paul’s Kansas Hail Schedule 

Topeka, Kan., May 12.—There is not likely 
to be an order issued by the Kansas Insurance 
Department canceling the certificate of the St. 
Paul Fire and Marine Insurance Company in 
this State for the present. William R. Baker, 
Superintendent of Insurance, gave the com- 
pany a hearing Saturday and the main outcome 
of the hearing is that it seems probable that 
the State and the company will agree upon a 
statement of the facts in the injunction suit 
in Sedgwick county so that the case can be tried 
at once. 

This company refused to follow the other 
stock companies in the charging of interest on 
All the other 
companies agreed to charge 6 per cent from 
date and 10 per cent if not paid at maturity 
and placed this requirement in the schedule. 
The St. Paul filed a schedule of its own, adher- 
ing to the association rates but providing that 


hail insurance premium notes. 


no interest be charged on premium notes un- 
less not paid at maturity, when the interest 
would be charged from date at 10 per cent. 
An order that will place all the stock com- 
panies writing hail insurance in Kansas on the 
William 
R. Baker, Superintendent of Insurance. The 


same hasis was issued this week by 


order authorizes all stock hail companies to 
take hail premium notes without interest unless 
the notes are not paid at maturity, when 10 per 
cent interest from date is to be charged. 
Queen Makes Field Changes 

The Queen Insurance Company, New York, 
in the 
from 


has announced the following changes 
field: J. A. 
Florida to Georgia and will have headquarters 
at Atlanta, succeeding G. W. Gantt; and W. H. 
McLarty is named to take Mr. Tischer’s place, 
making his headquarters in Jacksonville. 


Tischer is transferred 


Standard Increases Capital 
Stockholders of the Standard Fire Insurance 
Company of Hartford have voted a capital in- 
crease of $500,000, bringing the total capitaliza- 
tion up to $1,000,000. 


—The Parisienne Reassurance Company of Paris 


reports assets on June 30, 1923, of 5,537,768 francs, 
a capital stock of 1,000,000 francs, and a profit and 


loss balance of 99,287 francs. 
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Fire Insurance 


READY FOR BUSINESS 
Central Federal Fire Examined by lowa 
Department 

The Central Federal Fire Insurance Com- 
pany, Davenport, Iowa, organized by the office 
of the Federal Surety Company, also of Daven- 
port, has been examined by. the Iowa Insurance 
Department and is now ready for business. It 
is expected that a license for Iowa will be 
granted immediately. 

As of May 10 the company had a cash cap- 
ital of $200,000 and surplus of $89,668. The 
following report of its transactions to that 
date comes to THE SPECTATOR: 

The stockholders paid in $300,000. Not one 
penny of that amount was used to pay for the 
sale of the stock. We have, however, used 
about $11,000 getting the company ready for 
operation, which includes the making of agents’ 
registers, preparing a great many thousand poli- 
cies; in fact, all the necessary supplies and 
equipment, including furniture, fixtures, maps 
and map cases, etc. There has not been one dol- 
lar of the stockholders’ money paid out in 
salaries or compensation of any kind to the 
directors and officers of the company, with the 
exception of the salary paid to W. L. Pettilbone 
assistant secretary and underwriting manager, 
as it was necessary for us to have a man to 
prepare our policies and get the company ready 
for operation. 

The company will have the same officers and 
directors as the Federal Surety, with the excep- 
tion named. It will operate largely as a service 
company to Federal Surety agents, writing all 
lines. The field will be supervised by Clyde C. 
Smith, as executive special agent. He was 
formerly connected with the National Liberty. 
The company plans to join the Western Insur- 
ance Bureau. 


Capitalist Desires to Purchase Insurance 
Agency 

A well-known insurance man, formerly con- 
ducting an insurance business in an interior 
city in New York State, writes to THE SPEc- 
TATOR : 

I have an acquaintance who has had no expe- 
rience in the insurance business, but who desires 
to invest up to $50,000 in either a brokerage 
office or an agency. It occurs. to me that 
possibly THe Spectator may know of some- 
one who desires to retire and sell his business. 

The gentleman I mention seems to think 
that if a New York city business is not avail- 
able, he would like a Northern New Jersey 
agency or brokerage business, with an office in 
Newark. 

Address T. R. R., c/o THE Spectator, Post 
Office Box 1117, City Hall Station, N. Y., N. Y. 
Cc. E. Sword Fills New Position of Fire 

Manager 

The Union Insurance Society of Canton and 
the British Traders Insurance Company of 
Hong Kong, both under the same manage- 
ment, have appointed Colin E. Sword of Mon- 
treal, Canada, fire manager for Canada and 
Newfoundland. The position of fire manager 
is an entirely new one in these companies, but 
the greatly increased Canadian business of the 
past few years has created the need for a com- 
petent man to run this one line alone. Mr. 
Sword has a wide acquaintance and is very 


favorably known. 
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PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 


CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 


Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 








FOR 


RAIN INSURANCE 


“Inland Lloyds” 
of New York 


EXCESS COMPENSATION 
CASUALTY COVERS 


Security Mutual Casualty Co. 


Cash Deposits in OF CHICAGO 


New York State 


$415,050.50 Assets $6,800,000 


Surplus $2,210,000 


Duly organized, approved 
and licensed by the Insur- 
ance Department of New 
York. Surplus and Reserve $6,200,000 


ALL FORMS OF INSURANCE STRONGEST CASUALTY 
ACCEPTED COMPANY IN AMERICA 
































MUTUAL LIFE OF ILLINOIS 


Springfield, Illinois 








OPERATES UNDER REGISTERED POL- 
ICY AND RESERVE DEPOSIT LAW OF 
ILLINOIS 


Furnishing of PROSPECT LISTS is only 
one of our features of cooperation with 


our Agents 


DESIRABLE TERRITORY AVAILABLE 
FOR GENERAL AGENCIES IN ILLINOIS, 
INDIANA, IOWA and MISSOURI 























FOUNDATION STONES 


One of a series of articles telling why The Columbus 
Mutual Life Insurance Company stands for certain im- 
portant things. 


Why Th Perfected Endowment? 


The Golden Rule is carried out in the Perfected Endowment Policy as 
in no other contract. You would not want any one to sell you a high priced 
endowment policy if you were to die before the endowment date, so not 
knowing which of your policyholders will die and wishing to do unto others 
as you would be done by, you sell the Perfected Endowment and make sure 
that they will not pay an excessive price for protection on account of com- 
bining investment with it. The Perfected Endowment is adapted to the 
needs of a greater percentage of people than any other policy. very pros- 
pect for insurance to whom you talk will eventually be either an old man or a 
dead one. There is no escape. The chances are about equal of living to 
sixty-five or dying before that time and the chances of leaving dependents 
in need if you die are about the same as of being in need yourself if you live. 
The Perfected Endowment meets both needs equally well. A mancan afford 
to die under a Perfected Endowment Policy because it does not forfeit his 
savings. A man can afford to live under a Perfected Endowment because 
old age is robbed of its greatest terror— DEPENDENCY. 

The premium rate for a Perfected Endowment at age sixty-five is not 
so greatly in excess of the Ordinary Life rate as to seriously restrict the 
amount of insurance that can be carried, and even on the 20-year and other 
shorter term endowments at ages on the Perfected plan the increased benefits 
disarm the twister who usually represents that a cheaper policy gives the 
same benefits in the event of death. 

The advantages to the policyholder of an endowment policy which 
automatically becomes the practical equivalent of Whole Life in the event 
of death and js optionally a Limited Payment Life after a varying term of 
years, and does not become definitely fixed as an endowment until two years 
before its maturity, are readily seen to be many and varied in view of the 
kaleidoscopic changes possible in the circumstances of the individual human 
life. 


We stand steadfast for certain important principles of life insurance practice 
with policyholders and agents. 


We are looking for men of principle, who think things through for themselves, 
to represent us as agents. 


Cc. W. BRANDON, President. 
D. E. BALL, Sec’y & Actuary. 


THE COLUMBUS MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 
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PROOFS OF LOSS 


Where an insurance company receives 
written information as to the details of the 
loss from the assured and acknowledges the 
receipt of such information without objec- 
tion to the form or details thereof and re- 
tains the same thereafter, the company 
thereby waives the service of a more formal 
proof of loss. 

In this case the insured carried automobile 
theft insurance upon his car, and by the terms 
of his policy it was provided that “within 
sixty days from the date of the loss, unless 
such time was extended in writing by the com- 
pany, the insured shall render a statement to 
the company, signed and sworn to by him, 
stating the knowledge and belief of the as- 
sured as to the time and cause of the loss or 
damage, the interest of the assured and _ all 
others in the property.” 

It was further provided that “failure on the 
part of the assured to render such sworn state- 
ment of loss to the company within the time 
specified would forfeit all claim for loss or 
damage.” 

On the morning after the theft of the car, 
the assured went to the office of the company’s 
agent, delivered the policy to him and gave 
such information as was requested. This in- 
formation was furnished on a blank form pro- 
vided by the company. The insurance com- 
pany later acknowledged the receipt of this 
notice of loss, and without making demand for 
further proof of loss made an investigation. 
No objection was made to the plaintiff’s fail- 
ure to file the formal proof of loss provided for 
in the policy until after the sixty days provided 
for had elapsed, and, in fact, not until after 
the commencement of the action. On the 
trial the evidence also showed that the insured 
thereafter made repeated inquiries of the agent 
as to whether any other duties were required 

f him in connection with said loss, and the 
agent told him that he had done everything 
that was required by the terms of the policy. 
Upon appeal, the Supreme Court held that 
inasmuch as_ the company acknowledged re- 
ceipt of the information concerning details of 
the loss, without objection to the form or 
completeness of the same, and subsequently re- 
tained the same, it must be presumed that the 
company was satisfied with the information 
given and objections to the proof of loss can- 
not later be maintained on trial. 
opinion, in part, as follows: 


The court's 


_ The proof of loss provided for in the policy 
1S required solely for the benefit and informa 
tion of the insurance company; and where, as 
in the instant case, notice is given immediately 
to the agent of said company, who issued the 
policy, and on the following day written notice 
contaming all the information relative to the 
ownership, description and loss of said car, 
Is made out and delivered to said company, 
and the company acknowledges receipt of the 


CGNSUTANC CE 


—-—~—— By Joseph @. Seller of the New York Bar 
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same and makes no objection to the form of 
the same, though not in form and detail as di- 
rected by the policy, and the same is retained 
by the company without objection until the 
filing of the cause of action thereon by the as- 
sured several months thereafter, it must be 
presumed that the company was satisfied with 
such proof, supplemented by its own investi- 
zation made by its adjuster within thirty days 
of the loss. 

The court also quoted from Joyce on Insur- 
ance, Section 3362, stating as follows: 

If notice and proofs of loss are given to the 
insurers which they consider in any way defec- 
tive, good faith requires that they should notify 
the insured of such fact within a reasonable 
time. 

American Insurance Company vs. Ott, 223 
Pacific Rep. 131 (Supreme Court of Okla- 
homa ). 


LIVE STOCK 


A live stock insurance company is held to 
have waived a forfeiture for failure to give 
prompt notice when it takes charge of the 
insured animal and treats it for a month and 
a half. Removal of insured animal from 
premises does not invalidate insurance, un- 
less such breach of contract shall exist at 
time of loss and contribute to the loss. 

This action was brought by plaintiff to re- 
cover of defendant for the loss of a registered 
sow, described as “Big Mary,’ under a_ policy 
insuring the property against loss by death in 
the sum of $1000. 

The policy provided that the defendant will 
not be liable for the loss of any hogs cov- 
ered by the policy, taken from the premises 
where they were kept when the application was 
made. The policy by its terms made the ap- 
plications for insurance a part of the policy. 
The application provided that the insured prop- 
erty was kept on the farm of the assured 
Seward county, Nebraska; also that assured 
would notify the defendant at its home office 
in Omaha by telegram at the company’s ex- 
pense at the first appearance of sickness or 
disease among his hogs. The application also 
contained the following: 

“This sow is now at the farm of T. W. 
Haviland, Corning, Towa, and on Monday, 
October 20, she will be taken to the farm of 
Lynden M. Young, Corning. Towa to be bred. 
She will remain there for three weeks, and 
then will be shipped by express to me at Utica, 
Neb., and will then remain on my farm for 
duration of the policy year unless T otherwise 
This application signed with the 
understanding that the insurance will go into 


advise you. 


effect ten days from this date, and will cover 
this sow during transportation from Iowa to 
my farm in Utica.” 

The policy was issued October 27, 1919, the 
sow was then at Young’s place at Corning, 
Iowa, and stayed there until December 8, ro10. 
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CCTSIONS 


She was then shipped to Scribner, Neb., for 
breeding and stayed there until February 3, 
1920, then shipped to Utica, Neb., and placed 
on plaintiff's farm. The insured sow died on 
March 31, 1920, as a result of infection from 
an injured toe. 

The defendant claimed that the removal of 
the animal from the place where it should have 
heen kept, was a violation of the provisions 
of the policy and prevented recovery. Held 
that a temporary removal of the insured animal 
from the premises where it should have been 
kept, does not invalidate the insurance, in the 
absence of proof that the failure to keep the 
sow on insured’s premises existed at time of 
the loss and contributed to the loss. There 
was no proof that death was due to removal 
of animal from insured’s premises. 

Defendant also claimed that failure to tele- 
eraph immediately when the hog was first 
observed to be lame, forfeited the insurance. 
I:vidently the lameness was considered at first 
to be unimportant—when it failed to respond to 
local application suggested by a veterinarian, 
the defendant was notified by telephone but not 
by telegraph. The defendant acted upon this 
notice and had its veterinarian take charge 
of the animal until its death a month and a 
half later. By this act, the defendant waived 
a strict compliance with the terms of the policy 
regarding notice of sickness and cannot now 
defeat recovery by the plaintiff because of fail- 
ure to give prompt notice. 

Judgment for plaintiff affirmed. 

Hannah vs. American Live Stock Ins. Co. 
(Supreme Court of Nebraska), 197 N. W. Rep. 
404. 


AUTOMOBILE 


Foundation for opinion testimony as to 
value of automobile held sufficient. Evi- 
dence of waiver of requirement as to proof 
of loss is for the jury. 

Plaintiff's car was practically new and in 
good condition and was insured a few days be- 
fore the fire for $1200. Plaintiff testified that 
it was worth from $1600 to $1700 before the 
fire and was not worth $50 after the fire. In 
qualifying to testify as to values, the plaintiff 
said that he was a farmer, had owned several 
cars prior to this one; knew where they were 
being bought and sold; would inquire from 
time to time what they were being sold for; 
was conversant with the price for which cars 
of a similar kind were selling around the 
garages where they had been, and that he knew 
what the reasonable market value of a similar 


car to his was in this country at this time. 
Held that a sufficient foundation was laid 
for the opinion of the plaintiff as to the value 
of the car. 
The policy required the assured to render a 
sworn statement of loss within sixty days after 
loss and stated that failure to furnish such 








THE 





SPECTATOR 











Public Accountant 


Actuarial 





Actuarial 








HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 
75 Maiden Lane New York City 
Telephone Beekman 3461 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 











Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 


American Equitable _U. S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 
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Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. _ Telephone State 7298 
CHICAGO 








JULIAN C. HARVEY, F. A. I. A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA. 














JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


F. M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place,N.W. Independent Life Building 














FREDERIC S. WITHINGTON 


F.A.1. A. 


CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














Conservation Specialists 





The Otis Hann Company, Inc. 
“‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 


I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 

and STATISTICIAN 

1600 Bankers’ Trust Bldg. 
Philadelphia 


Workmen’s Compensation 
Liability and Casualty Lines 
Industrial Funds, etc. 




















Consulting Engineers 











PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
cre Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 














FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 


37 Wall St. Tel. Hanover 6718 New York City 
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Statisticians 











STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 




















Whitehall 20 Vesey Street 
7796 New York 
Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable 
Phone: JOHN 1090 
| 50 John St. New York City 











proof should render the policy void. Proofs 
of loss were not given. Plaintiff pleaded a 
waiver alleging and giving evidence at trial 
that the adjuster, several weeks after the loss, 
stated that the company would not pay any- 
thing. 
to whether the adjuster had sufficient author- 


There was a conflict of evidence as 


ity to waive the filing of proofs of loss; there 
was some evidence given to the effect that the 
secretary of the insurance company heard the 
statement made by the adjuster that the com- 
pany would not pay anything on the loss. The 
court, therefore, held that there was sufficient 
evidence to entitle the jury to find that there 
had been a waiver of the proofs of loss by the 
refusal of the defendant's adjuster to pay any- 
thing on account of plaintiff's claim. 

Judgment for plaintiff affirmed. 

Jones vs. Automotive Ins. Co. (Supreme 
Court of Iowa), 197 N. W. 4yo. 

ACCIDENT 

Amount of policy, duration and cost, must 
be understood to constitute contract. Waiver 
of signature of application was not estab- 
lished. 

The plaintiff, as executrix of the estate of 
her deceased husband, brought this suit against 
the defendant on an accident insurance policy. 
From judgment for defendant insurance com- 
pany plaintiff appealed. 

On Jannary 6, 1920, the district agent for the 
Travelers Insurance Company and the alleged 
insured had a conversation concerning a policy 
of insurance. The agent went to his office the 
next day and wrote a policy for $7500, filled 
out an application, made out a bill for $12.50 
tor the premium, covering the first six months, 


filled out an identification card, inclosed them 
all in an envelope, including a note to the 
alleged insured asking him to sign and return 
the application blank and delivered all of these 
papers at, the office of the applicant, Mr. Day- 
ton. The agent did not see Dayton then, nor 
had any communication with him later. There 
was no evidence that Dayton even got posses- 
sion of the policy or other papers. 

Dayton died eleven days after his con- 
versation with the agent and the evidence 
showed that he had been drinking heavily sev- 
eral days before his death—plaintiff introduced 
expert evidence to show that his death was 
caused by wood alcohol poiseaing—the defend- 
ant introduced expert evidence to show that 
death was due to alcoholism. 

If death was due to wood alcohol, plaintiff's 
claim was that the death was accidental because 
he could not have intended to take it. If caused 
by alcoholism, it was not accidental, but the 
result of his intentional debauch. 

Plaintiff claims that a contract resulted from 
the oral conversation between the agent and 
the insured—where the agent agreed to furnish 
a policy and the insured to take one. However, 
there was no definite proposition agreed upon 
and accepted. Nothing was stated about the 
amount of the policy, the term or the premium. 
These terms must be fully stated and agreed 
upon in order to have a complete and binding 
contract. 

The insured was also required to sign an 
application in order to obtain the issuance of 
a policy and state fully the answers to certain 
important questions. The agent upon leaving 
the application filled in with what he thought 
were appropriate answers, required the insured 
to sign it in blank and return it to him imme- 
diately. 

This was not a waiver of signature. The 
only way that Dayton would approve the ap- 
plication as filled out was to sign it and indicate 
thereby that he was bound by the conditions 
in the application. Dayton could not possibly 
have understood that he had a right to retain 
the policy without signing and returning the 
application. 

Judgment for defendant affirmed. 

Dayton ws. Travelers Ins. Co., 259 S. W. 
Rep. 448 (Sup. Ct. of Missouri). 


FIRE INSURANCE 

Husband is entitled to recover as wife’s 
trustee under policy issued to him on his 
wife’s property. Policy covering barns and 
contents held good as to contents although 
barn belonged to another. Passage of title 
by insured’s death not a change in owner- 
ship avoiding fire policy. 

A policy of fire insurance was issued to a 
husband in his individual capacity, upon prop- 
erty purporting to belong to him but which in 
fact belonged to his wife. The insurer through 
its agent had actual notice at the time that the 
Held 
that the policy will be construed as a valid 


property insured belonged to the wife. 


contract of insurance issued to the husband as 
trustee and the husband can recover therefor 
for the benefit of his wife. 
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The property insured consisted of two barns 
belonging to the wife and in addition thereto 
the contents of the barn consisting of “all 


farm products, farming utensils and buggies.” 
The policy provided that in no case shall con- 
tents be insured except within a building in- 
Held that the con- 
tents were covered, and the husband could re- 


sured in this association. 


cover therefor in his individual capacity. 

The policy also provided that “this associa- 
tion shall not be released from any obligation 
in case of loss or damage because of him, 
mortgager, or defective titles to the property, 
but when it shall appear that the insured is 
not the rightful or legal owner of the property, 
then shall the insurance, or such part of same 
as may not belong to the insured, be paid to 
the proper owner.” 

The contract of insurance was a valid con- 
tract as regards the contents of the barn 
whether or not it was valid as respects the 
barn. 

Also held that title to property covered a 
fire insurance policy passing by the death of 
the insured—in this case the wife is not such a 
change of title as will void the policy, which 
contains a provision that “if at any time there 
shall be a change of title or ownership of the 
within described property, the obligations of 
the insured and the association shall at once 
cease.’ 

The judgment will not be reversed because 
the plaintiff maintained the suit in his indi- 
vidual capacity rather than as trustee for his 
wife. The petition being subject to amendment 
in this respect, a failure to amend was cured 
by the verdict. 

Peoples and Planters Mutual Fire Associa- 
tion vs. Wyatt (Court of Appeals of Georgia), 


Division No. 2. 121 S. E. Rep. 708. 


H. E. Morrow to Head New York Life 
Underwriters 

Harry E. Morrow, general agent in Brook- 
lyn of the Mutual Benefit Life Insurance Com- 
pany, has been nominated to head the Life Un- 
derwriters Association of New York. Mr. 
Morrow has been chairman of the membership 
committee and is well known in the associa- 
tion for his work in that and other connections. 
The nominations were made at the monthly 
dinner meeting held at the Hotel Astor, and the 
elections will be held early in June. 

Other were: FE. J. Sisley, 
Travelers, Ist vice-president; B. F. Reinmund, 
Actna, 2d vice-president; J. P. W. Harty, 
Mutual, lrazer, 
Connecticut Mutual, secretary-treasurer. The 
following were named for the executive com- 


nominations 


3d_ vice-president; B. M. 


mittee: J. D. Bookstaver, Leroy Bowers, N. 

IF, Chambers, W. R. Collins, R. U. Goslin, J. 

FE. Hall, G. A. Rederick, C. B. Knight, H. L. 

Neff, R. B. Pennell, E. Robinson, G. Wuerth. 
Over 400 were present at the dinner. 


New Jersey Specials Dine 


The New Jersey Special Agents Association cele- 


brated its fifth anniversary at a dinner at the New- 
ark Athletic Club Monday evening. 
dred were present. 


Over one hun- 
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An Exceptional Opportunity 


for 


General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 

Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 


HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 

Premiums received during the year 1923 

Payments to Policyholders and their Beneficiaries in Death 
Claims, Endowments, Dividends, etc. 

Increase in Assets 2,401,507 

Actual Mortality 56% of the amount expected. 

Insurance in Force 247,373,210 

POCO TAIEUB yo o66.05b:0 0g ccanicsee wee eens eiueine kcoreis \alsiee 48,655,222 


$7,686,855 
5,871,544 


For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 
——— 























Are Youa Man 


Who is possessed of an ambition to do bigger and better things? 


Have you a clean record and the ability to secure and build up 
a high class Life Insurance Organization? 

Are you a man big enough to consider an attractive manager’s 
contract for Pittsburgh, Pa.? 

If so, we will be glad to get in touch with you and arrange for a 
conference. 


Address Agency Department, care The Spectator 








EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 

CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street “7%<,Combany of BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms,of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 








PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 
ae SEND TEN CENT STAMP FOR CATALOGUE. 

THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 











NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 








SOUTHERN LIFE AND HEALTH INS. CO, 
“Oldest and Best” 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA. 

















A Great 
Vite Great Amenigan)thutuall American 


olicy pro- 
lnclemuitiy Compa Ly ee hl 
cal ® i 

i aa e yh Tee plete pro- 
: om i a. cae Fy we, tection in 
a Ohio’s 

largest and 
strongest 
automobile 
insurance 


company. 


The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 

Philadelphia, Pa. 








Independence Square 

















Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 
references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 











